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A Guide to All Winsillitins 


yet the thinkers who look before they leap are 

the ones who keep the world on an even keel, 
while the talkers who leap before they look are of 
small value to their brethren. 

The “Recorder” has emphasized many times 
the statement of the late W. H. McElwain made at 
least fifteen years ago. He said, “You will find that 
your biggest problem is not materials, machinery 
and merchandising, but labor. You give it less 
attention, whereas you should give it most.” 

The “Recorder” in this issue endeavors to fulfill a 
mission by putting before the American workingman 
a few simple principles, helpful to his understanding 
of the relation of labor to capital and capital to labor. 
It is in the nature of helpful guidance and is not a 
preachment calculated to be a “cure-all.” It is a 
simple, brotherly statement of timely interest in view 
of the fact that an industrial conference of capital and 
labor is now in session in Washington. It can be 
accepted as a basis of sincerity for all workers, those 
who labor with hand and brain, for we are all workers. 

We can expect that the extreme radicals, which 
number about 5 per cent of the workingmen, will be 
cynical. They will seek for the “nigger in the wood 
pile,” but if they will but read and think, they will be 
convinced that moderation and fair play must pre- 
vail in America. At heart, the American workman, 
barring the 5 per cent of radicals, is willing to 
confer and arbitrate. The pity of it all is that the 
95 per cent are more or less influenced and intimidated 
because they are afraid of the stigma that they think is 
placed upon them by their fellow-workers if they do 


§ io many men talk and too few men think, 


not ‘‘stick to the bunch.” If they only knew that the 
bunch was in the smallest minority, they would learn 
to think for themselves. Let us all help in ‘getting 
acquainted” with one another. 


“Mark-up” Not “Profit” 


HERE is a distinction between “gross profit” 
and “‘net profit” that should be clearly explained 
to the visiting investigator who comes with proper 
credentials from. the Federal Trade Commission or 
from any authorized State bureau. Try to forget the 
term “gross profit’ and use the term “mark-up” and 
be particularly careful to discuss “‘net earnings.” 
When it comes to a specific shoe, which might be 
two years old and which might at this time be aver- 
aged in with a large stock of modern footwear, don’t 
commit the error of quoting the price of two years ago 
in relation to the average “mark-up” today, for 
obviously such a practice would be considered profit- 
eering, by an investigator who did not realize the 
complicated stock systems of a modern shoe store. 

The knowledge possessed by Congressman and 
academic investigators is remarkable for its lack ef 
business balance. 

A few weeks ago a St. Louis manufacturer met a 
senator in Washington who chanced to be.a member 
of one of the various boards conducting the official 
investigation into the high cost of living. 

This senator said he was convinced that the shoe 
merchants of this country through some concerted 
effort were all making abnormal and unreasonable 
profits and asked the shoe manufacturer for his opinion 
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of the profit being made by retail merchants. The 
manufacturer replied that according to the financial 
statements which his concern had received from 
merchant customers he thought they were making 
around from five to eight per cent. 

The senator swelled up with all of his imperial 
dignity and said that instead of five or six per cent 
reports received by him indicated that they were 
making from thirty-five to fifty per cent. The 
manufacturer pointed out to him that he was talking 
about “Mark-up” and not “Profit.” To this the 
senator replied about as follows: “If I go out here 
and buy a house for $800 and sel] it for $1200 I have 
made $400 or a profit of fifty per cent. Have I not?” 
The shoe manufacturer said to him, “‘let’s figure that 
out a minute and see if you have. If you bought 
that house today and sold it today, paid no com- 
mission for buying, no office rent, commission for 
selling, no taxes, no interest, no upkeep and made no 
charge for your own part in the transaction, you would 
have made thirty-three and a third per cent on the 
selling price, which is the only logical way to figure 
profit from the fact that all of the expense entailed 
in the transaction would be figured on that price. 


“‘Supposing you bought the house to-day, kept it a year 
unoccupied, paid taxes, insurance, interest on your invest- 
ment, office rent, upkeep and all incidentals contended with 
by a man in the real estate business and then paid in addition 
to all of this seven to eight per cent to have the house sold, 
how much actual net profit would you have made?” 


It took this manufacturer an hour or more to show 
the wise senator the wide margin of difference between 
“Mark-up” and “Net Profit’? in the average retail 
shoe store. 

The failure of many merchants to distinguish 
between ‘“‘mark-up” and “profit” has caused many 
wild rumors as to the immense profits made by retail 
merchants to become current throughout the country. 

In various sections of the country investigations 
have been carried on under the direction of the 
prosecuting attorney or some other court official to 
ascertain whether or not merchants in various lines 
of business were charging unreasonable prices for their 
merchandise and services rendered. 

The secretary of one of the state associations in the 
Middle West was recently called before such a com- 
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mission. The officer in charge asked him what 
the usual rate of profit was in his store. This mer- 
chant replied that he had no regular stated percentage 
of profit and before he could finish the explanation 
the officer said, “Oh! I see, you buy your goods and 
then mark them for everything you think they will 
stand regardless of their intrinsic worth. You just 
hold the public up for everything you think they will 
stand for.” After a tirade of this sort for a bit by the 
attorney the merchant explained that work shoes, 
misses’ and children’s, boys’ and youths’ and the 
ordinary staple classes of women’s shoes were marked 
at a considerably less margin than were the more 
fancy novelty patterns of women’s shoes. 

The officer then questioned him as to what margin 
he figured on these women’s novelty shoes. Again 
the merchant told him that he had no real established 
rule for that because some of those shoes had to be 
sold very quickly or else show a big loss while others 
did not change so rapidly and consequently could be 
merchandised on a closer margin of profit. 

Here again the officer took advantage of the 
situatior and said, “Supposing one of these real fancy 
kind cost you $4.00 a pair, what would you mark 
them?” The merchant replied that he probably would 
mark them $6.00. Although this merchant was 
prepared to present a statement of his business it was 
not accepted and his local paper came out the next 
morning with big headlines saying “Blank § Co. 
make fifty per cent profit on their shoes.” 

Naturally this concern did not relish this kind of 
advertising and took occasion in a subsequent issue 
of the paper through space bought and paid for to 
make an explanation which the court would not allow 
to be made during its session. 

In so many instances these self-imposed courts and 
commissions seem bent upon a policy of persecution 
rather than justice that one is apt to doubt whether 
or not any good can come to the general public from 
such procedures. 

The mere fact that a merchant is called before such 
a board of inquiry is usually taken by the public of 
his community as prima facie evidence of his guilt 
as a profiteer. 

The president of the Retail Shoe Dealers’ Associa- 
tion in one of the Middle West states recognized this 
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situation and through conference with the attorney- 
general and other officers who were to have charge ot 
price investigation convinced these officials that the 
only basis on which to prove a charge of profiteering 
against any retail concern was the profit and loss 
statement of that concern. 

He took with him profit and loss statements of his 
own business covering several months and also a 
profit and loss statement from one good store in each 
of the principal cities of his state. 

From these statements he was able to show the 
commission that “‘Mark-up” varied to a considerable 
extent in the various stores and that variation was 
necessary and was usually in proportion to the serv- 
ices rendered by the store. Also he was able to 
show them that the net profit did not vary to any 
considerable extent in those stores. 

These officials were very much surprised to see the 
contrast between the result obtained by these mer- 
chants as the actual net profit retained by them after 
all expenses were deducted and the wild stories that 
had been circulated as to the immense profit being 
taken by retail shoe merchants. 

This state president told the investigating board 
that he and the other officials of his association would 
lend every possible effort toward prosecution of any 
shoe merchant of the state, whether a member of 
the association or not, who was found guilty of 
profiteering. He asked the commission, however, 
before any prosecutions were started to refer to him 
any complaints that were registered against any retail 
shoe merchant of his state and promised to furnish 
the commission with a profit and loss statement of 
that merchant’s business. 

The reasonableness of this proposition appealed to 
the attorney-general, who promised to instruct the 
prosecuting attorney and others in charge of in- 
vestigations in local communities to observe that 
method of procedure in handling complaints against 
shoe merchants. 

The-result has been that few, if any, shoe merchants 
have been hauled before commissions in that state 
and not a single merchant or firm has refused to 
submit a profit and loss statement when called upon 
todo so. Talk net earnings, not mark-up, and you are 
telling the truth about your business. 


A Needed Principle 


ITHOUT question, a principle which is certain 
to formulate itself in the public mind is this: 
“‘Public service must be continuous service.” This is 
a rule of common sense as clear in its reasonableness 
that we shall some day wonder why it was not en- 
forced sooner. If the war is to teach us anything, our 
dependence one upon another must be manifest; and 
the utter folly of permitting little groups of men to 
block up and choke any part of the complicated 
machinery which enables us to live in civilized order, 
in comfort, is not to be tolerated indefinitely. 
No man is compelled to work as a railroader, street 
car operative, a telegrapher, a steamboat engineer or 





OUR OWN LITTLE TROUBLES 


Joseph’s coat of many colors had nothing 
on the ‘“‘Recorder’’ last week. Difficulties 
of paper production and difficulties of 
transportation forced the use of several 
grades of paper, adding much to the novelty 
of the appearance of ‘“‘the Great National 
Shoe Weekly,’’ but not much to its artistic 
beauty. From West Virginia we are prom- 
ised early relief. So let’s all make the best 
of it for a week or so. 

We thank you! 











a policeman; but when he does engage in such work, 
with its steady employment, sure pay, chances of 
advancement and honorable status, he should agree 
that the work shall not be interrupted for any reason 
whatsoever. 

He should agree not to make his private interests a 
pretext or an occasion for inflicting loss and damage 
on the whole community. He should forego the 
threat of starvation; he should forego the privilege of *: 
inflicting suffering and loss by wrecking or blockading 
the complicated machinery of our modern life; should 
refrain from treating his neighbors as an armed enemy 
might treat them. When the community demands this 


kind of service they will get it. 
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In addressing the American working man I am writ- 
ing to all men who labor with hand and brain, from the 
man at the bench and in the ditch to the man in the 
bank and at the desk; for whether we give sweat or 
thought to a job we are all workers. Definitely and 
particularly I am addressing the men in the shoe 
industry: yet what applies to them applies to all. 


These are days of unrest, industrial troubles, strikes 
and the conditions that make for the disturbance of 
industry, the conditions that produce idleness, when no 
man works; when income and wages cease, and the 
savings of more peaceful days must be withdrawn and 
wasted, and discontent and unhappiness will be in the 
community and fear and uncertainty in the home. 


The great majority of the men and women in industry 
are honest, industrious, fair-minded and just; they may 
not always understand industrial conditions, nor the 
foundations upon which industry rests and the prin- 
ciples under which it performs; yet as work is the law 
of life and organized work, which we call industry, is 
the vital business of every man in America, it is of first 
importance that he who works should learn and under- 
stand its problems, the solution of which enables him 
to earn his bread and butter, maintain his home and 
provide for the comfort and happiness of his dependents. 


Let us discuss these problems which, after all, are 
simple and easily understood. 


Industry is organized productive work and every man 
who is connected with it, from top to bottom, from the 
man who plans and finances it to the man who stencils 
the boxes which carry the finished product to the 
market, is an industrial worker. No matter what our 
particular job is we are all in the same boat, each doing 
his share; and only as the various units work in peace, 
harmony and common effort is industry successful; 
for only under such conditions can we obtain the ideal 
in industry each in proportion to correct living, con- 
stancy of work and wages. 


The mischievous, the unthinking seek to divide the 
whole army of industry into two classes which they 
group as Capital and Labor; and yet a moment's 
reflection will convince us that every man in the army 
is both a laborer and a capitalist. There is not and 
should not be any such distinction, for none in fact 
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© American 


As I have said, every man who Works is a laborer, 
no matter what the character of his work is. 


What is capital? Capital is stored labor, labor in its 
most compact form, money ready for use in all fields. 
Let me explain by a simple example, drawn from nature. 


Rain falls from the skies-to cool, refresh and 
fertilize the earth. It is unevenly distributed, 
falling plentifully in one place and sparsely in 
others; but it sinks into the soil where it is saved 
and stored to appear again as springs, streams, 
rivers and lakes. In the dry countries it is carried 
by canals to do the work on the soil the rainfall did 
not do; yet it is the same rain that fell to earth 
in other days and other places. 


Capital is the rain of industry; it is the accumulated 
savings of the workers, the money that represents 
their labor which they stored in reservoirs called banks, 
to meet the lean days all have to face; and thus it is 
evident that while his daily labor makes the man a 
worker, his prudence and thrift make him a capitalist. 


Wages represent a man’s labor; what he saves 
over and above his necessary expenses is his 
stored labor. 


The Scriptures tell us that the laborer is worthy of 
his hire; his worth is measured in income and wages. 
His stored labor, his savings and capital, is also worthy 
of its hire; and that hire is paid in profits and dividends. 
It is equally unjust to deprive the workman's savings, 
his stored labor, of its profits, as it is to deprive the 
workman of the w of his daily labor. The thing to 
remember is that the workman's labor, whether it be 
his daily work or his savings, is worthy of its hire only 
and nothing more; and any attempt to increase either 
unjustly or unfairly, by compulsion, threat, or the 
false logic that is fraud, is just plain dishonesty, which 
leads to disaster. 


Industry under fair, normal conditions yields so much 
profit. Wages arethe largest expense alwaysin industry; 


the charges for raw materials, machinery, rent, interest S$ 


and taxes come next; and out of what is left comes the 
dividends on investment and the funds for maintenance 
and replacement. If the workman gets more than his 
share the other elements in the industry suffer; and 
when the Capital, the Stored Labor, does not get its 
fair share, it goes elsewhere where it will get it. When 
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that happens, industry stops and the workman is out 
of a job and gets no wages; and then he is compelled 
to use up his stored labor, his savings, to keep the wolf 
from the door. He kills the goose that lays the golden 


egg, and in so doing cooks his own goose. 


High wages are not necessarily unjust wages 
when they are accompanied by a larger volume 
and a better quality of product, and when they 
do not add materially to the price of the finished 
article. But high prices of goods mean less sales 
of goods, and a decrease in sales compels a de- 
crease in production, and that means necessarily 
less work and more idleness; and idleness means 
waste and suffering. 

Constancy of work and wages means work all the 
year round at fair wages; but it also means that we 
will produce more goods than the American market can 
consume, and that our surplus product must be sold 
abroad. To sell abroad at a profit we must meet the 
competitor's prices; if we cant we won't sell; and we 
are left with the goods on our hands; our home market 
is over-stocked and once more we have idleness—closed 
shops and idle men and capital—and the workman and 
his family suffer. 

This is the vicious circle that Industry has to live in 
when injustice prompts Labor to exact more than its 
hire is worthy of. 

Here is a condition, Brother, that is worth your while 
to think about, to consider, and find a remedy for; for 
the problem is yours to solve. You can’t get away from 
it; it is your question, your problem, both as a worker 
and a capitalist. It is inescapable. You are both in 
one; and what you take over and above your legitimate 
share as a worker or capitalist, you take out of your 
own pocket as a laborer or a capitalist. When anyone 
tries to gouge Labor or Labor tries.to gouge Capital, 
there is the devil to pay. 

Capital and Labor are the legs on which Indus- 
try stands. If you-destroy one or the other you 
cripple the body, which no longer can walk and 
must limp to the battle a handicapped failure. 

Brother, the solution of the problem is up to you. 
Injustice must pay a price, and injustice in Industry 
means the crippling of it; and you as a worker, and 
you as a capitalist, suffer most when Industry fails. 

The Laborer—you and I—is ‘worthy of his hire, 





but not a penny more. When you organize and 
force more out of Industry than your just share, 
or you as a capitalist are unfair in your sharing of 
profits of Industry, you simply are doing what 
the highwayman with a pistol does. This is the 
raw truth. Think it over. Robbing Peter to pay 
Paul was never profitable, and in Industry you 
are both Peter and Paul. 

We men in the shoe industry have had unrest, dis- 
turbance and strikes until industrial peace seems a 
mere dream; production has decreased; prices have ad- 
vanced. Is chaos approaching? Farming is neither 
hopeful nor safe in an earthquake district; and a shoe 


‘industry that is chronically disturbed cannot thrive. 


It is your industry to make or mar. Your labor is in it; 
your savings—capital—are in it; and if you wreck it 
you will be the sufferer. 

Why not stop before it is too late and by the exercise 
of common sense and the principles of common honesty 
call a halt on conditions that spell disaster for us all. 

High wages are always desirable when they are paid 
for by a just return in production; but when the return 
is not just, when the “buck” is passed to the consumer 
and he refuses to pay the price, the game ends there. 
Good wages, just wages, are what are needed. Unjust 
high wages mean in time no wages. 

Brothers, put on your considering caps. You have 
wit and sense. Now is the time to use them and to 
remedy things. You can keep the wheels turning or you 
can stop them; but you can’t run an industry by wheels 
under your hat. 

Do you get me? It is up to you to stop trying to get 
a quart of wages out of a pint of industry. Deliver- 
ing service for lowest service gets its just reward. 

Here are a few plain facts,worth thinking about: 
A blow is always a bad argument. A strike is a 
blow. All industries are interlécked; hurt one 
and you hurt all. A shoe strike, by reason of the 
variety of materials that enter into the industry, 
affects the steel, lumber, textile, hide, leather and 
many other industries injuriously. The stone 
dropped in the pond makes a circle that touches 
every part of the pond in time. 

Think Now! The fate and future of American 
Industry are in your hands. 


ONE OF THE WORKERS. 
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MASSACHUSETTS ASSOCIATION MEETS 
President Scates Opens Season 


What promises to be the most active season of the 
Massachusetts Retail Shoe Merchants’ Association 
started October 8 with a largely attended meeting at 
the Boston Shoe Trades’ Club. ‘ 

President Hollis B. Scates gave the floor to Robert 
W. Daley of the Daley-Williams Company, one of the 
large repair shops, to explain the demands of strikers 
for a 44-hour week and a twenty per cent increase 
in wages. He asked the support of the merchants 
and their patience until a solution could be arrived at. 

George L. Jones, treasurer of the association, 
reported a bank balance of $15,000 and outlined the 
plans of the season. 

W. W. Willson, chairman of the convention com- 
mittee, explained the work that would be necessary 
before the big convention in January. A rousing 
support was promised him. 

The organization of a retail shoe clerks’ union was 
discussed and a report made. It was advocated that 
the retail shoe salesman’s association could be 
heartily commended for its excellent work in training 
shoe salesmen. 


Retail Shoe Salesmen’s Association 


A committee of five was appointed by the chair to 
work with a committee from the Retail Shoe Sales- 
men’s Association. There was a discussion on this 
subject from the floor which was conducted by Lee 
Baker of Baker Brothers, Brockton, Mass; H. E. 
Hagan of the Oblast Shoe Company and George O. 
Jones, manager of the All America Tremont Street 
Shoe Store. Many opinions were also expressed from 
those present, which included sixty-four members of 
the association. Besides this Mr. Steele of Atlanta, 
Georgia, spoke along the shoe salesman association 
idea. He told what had been done in Atlanta in 
regard to granting one-half day off. He said that the 
salesmen appreciated this and were willing to put in 
the regular hours which had been decided upon, 
8.30 until 6, and to work Saturday evenings. He told 
the members present that the stores of Atlanta 
observed these hours the year around and do a large 
volume of business. Mr. Steele is a member of the 
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local association of Atlanta shoe merchants as well as 
a member of the National. 

The consensus of opinion of those present was that 
the shoe merchants of Boston would urge each store 
proprietor or manager to induce the salesmen of his 
store to join the association 100 per cent strong. 

The Stephens-Ashurst and Siegel bills were discussed 
by Messrs. Hagan, Steele and President Scates. 

A resolution was drafted and it was voted that the 
members of the association be instructed to send out a 
letter to their senators protesting against pernicious 
legislation. 


PRICE BRANDING STILL INTERESTS 


Congressmen Consider the Measure as H. C. of L. 
Remedy 


Washington, D. C., October 9—Washington shoe 
dealers comment favorably- on the recent article 
published in the “Boot and Shoe Recorder”’ from the 
pen of A. H. Geuting, in which the writer sounded a 
timely warning to the trade about the necessity for 
action to combat the sentiment among the doctri- 
naires who are seeking to saddle business with such 
legislation as that proposed in the so-called Stephens- 
Ashhurst and Siegel bills. 

While it is true that the Stephens bill is dead, the 
principles of the measures are included in the Siegel 
bill and the proposal to require the branding of all 
goods with the manufacturers’ price is still a hobby 
with a number of gentlemen eminent in the legisla- 
tive councils of the nation. That the bills will be 
revived later is scarcely to be doubted, although that 
will not be at the present session of Congress, nor 
in all probability at the session which begins in 
December. Other and more pressing legislation will 
occupy the attention of that body for many months 
to come. 

But because these legislative dangers are not 
immediately threatening should furnish no reason 
for lack of vigilance on the part of the influential men 
in the trade. The time for educating the public in the 
dangers of theoretical legislation is now, when 
arguments will be considered calmly and when there 
is time to discuss the situation and trade conditions 
without partizan prejudice or political color. 
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magazines, whose life depends on advertising, would 
be only too glad to see the price branding scheme go 
into effect. Their influence on national legislation 
is not to be ignored, for they exercise a powerful 
effect on national sentiment—all the more powerful 
because they seem to be disinterested. 

Certain famous and well established manufacturing 
establishments are also disposed to view with favor 
the price branding plan and, at least, will not oppose 
it when the question comes to an issue. The more 
modest and newly established manufacturer and the 
retailer must, therefore, look to his own interests, in 
the knowledge that he will have to fight his battles 
without the aid of some elements of the trade. 
MANUFACTURERS RESTRICT 

PROFITS 
Voluntary Scheme of Standard Shoes Adopted 

London—By agreement of the big associations 
connected with the shoe trade in Great Britain, a 
voluntary system of restricting profits will be in- 
troduced to secure that the price the British public 
pays for its shoes shall be regulated solely by the cost 
of production and distribution. 

According to the American Chamber of Commerce 
in London these associations have also agreed to put 
on the market an agreed range of shoes to be known as 
National Standard Shoes, to be sold at fixed prices 
stamped on the soles. It is hoped that one-third of 
the production of medium grade shoes for the home 
market will be National Standard Shoes. 

The associations represented are the United 
Tanners’ Federation, the Boot Manufacturers’ Feder- 
ation, the Shoe Distributors’ Association and the 
National Federation of Boot Trade Associations. 
The scheme comprises, therefore, as the American 
Chamber points out, all stages through which the 
shoe passes, from the tanned skin to the finished 
product in the retail store. Steps are being taken to 
see that boots pass through only three hands, the 
manufacturer, one wholesaler and the retailer. 


RHODE ISLAND MERCHANTS MEET 
Opening Meeting of the Fall Season—100 Per 
Cent Attendance Promised Boston, 1920 

On Tuesday evening, October 7, the Rhode Island 
Retail Shoe Dealers’ Association met at the store of 
Thomas F. Peirce & Son, 173 Westminster Street, 
Providence, R. I. 

In the absence of President George F. Peirce, Vice- 
President J. A. Thomas, manager of the Walk-Over 
Shoe Store, presided. , 

After the routine business was finished, W. W. 
Willson, general chairman of the 1920 Convention 
Committee, spoke on the “Reasons for the High Cost 
of Living.” 


BRITISH 








Moreover, it is well known that many of the large 
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I. H. Morse, Lowell, Mass., chairman of the New 
England Organization Committee, related his ex- 
periences with the officers of the Income Tax Division, 
who are examining accounts. 

Enslyn Gardner, Secretary of the Convention 
Committee, spoke on getting new members, increasing 
membership and arguments which might be pre- 
sented, such as the Mutual Fire Insurance proposition, 

The Rhode Island men are coming to Boston to 
attend the 1920 Convention in January—and pledged 
to be here 100 per cent strong. 

Copies of “The Primer of Prices,” published by the 
“Recorder,” were distributed to the members. 


ARMY SHOE SALE REPORT 
Meade Shoe Company, Brooklyn, Disposes of 
26,136 Pairs at Cost 
The detailed and final report of-the sale of Army 
shoes held by the Meade Shoe Company, 102-4 
Myrtle Avenue, Brooklyn, New York, August 27-28 









One-Eyelet 
Pump 


A Strong Spring Style 
Is Revealed in the One- 
Eyelet Tie with Tongue. 
Style Selected from 
Helming-McKenzie Shoe 
Co., Cincinnati, O. 











and September 27-28-29-30, has been announced by 
the Department of Justice in accordance with per- 
mission obtained from United States Attorney 
Leroy W. Ross by the Meade Shoe Company. 

There were 26,136 pairs of shoes sold. The amount 
of sales was $143,748 and the cost of same $143,748. 
These 30,000 pairs of Army shoes were sold at the 
price they cost the Meade Shoe Company, $5.50 per 
pair. There was only one restriction on this sale and 
that was that the Meade Shoe Company should be 
entitled to the name and address and the number of 
pairs purchased by each buyer. The Meade Shoe 
Company exercised this restriction as they felt it 
neccessary to protect themselves against purchases 
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by competitors and chain store operators who might 
purchase these shoes to sell at a profit and render 
futile their offer to the public. 


COLLECTING LEATHER 
For Big $2,000,000 Sale to Be Held in November 


Washington, D. C.—W. D. McKissick, leather in- 
spector of the Leather and Rubber Goods Division 
of the Army Quartermaster Department, has left 
Washington to gather up leather for the $2,000,000 
sale which will be held in Chicago in November. Mr. 
McKissick went directly to Jeffersonville from Wash- 
ington and will then go to Chicago, thence to the Rock 
Island arsenal and again back to Chicago. The 
leather will be sold at the Chicago auction by sample. 





Bracelet 


Slipper 


(Note Pendant) 


EUROPEAN 
FAVORITE 
IN 
NOVELTY 
STYLES 


Illustration from “‘Foot- 
wear Organizer,’’ London 











A VISITOR FROM SCOTLAND 


James Alexander Paterson Developing Export 
Trade 


James Alexander Paterson of Glasgow, Scotland, is 
in this country with the view of developing an export 
trade in high-grade American shoes. 

His headquarters are at the office of the “Boot and 
Shoe Recorder,”’ where samples may be sent him. 

Mr. Paterson comes here extremely well recom- 
mended with seventeen years’ successful and clean 
business record as a wholesale specialist in the shoe 
trade of Great Britain. 

He is prepared to insert his capital, experience and 
energy into export specialization of reliable American 


footwear. 
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SHOE REPAIRERS STRIKE 
Union Formed and Quick Action Taken 


Boston, October 8—Employes of sixteen shoe 
repairing plants in Boston went out on strike, de- 
manding a 44-hour week and a twenty per cent 
increase in wages. They are members of the United 
Shoe Repairers of America. It is said that they have 
been unsuccessful in obtaining affiliation with the 
Boot and Shoe Workers’ Union and the United 
Shoe Workers of America. 

More than 350 men are out, according to Roy 
Burrill, president of the striking organization, and 
the industry is 75 per cent organized. 


Suggests Price Increase 


The employers will fight the strike by closing their 
shops, but do not intend to secure non-union men. 
They have agreed to grant a 48-hour week with 
afternoons off and to treat individually with the men 
on the question of wages. They deny Burrill’s state- 
ment that the men are receiving an average wage of 
$22 a week, claiming that it is $26. 

It is also claimed that the strikers have been unfair 
in presenting their demands. In each plant a work- 
man gave his employer a paper stating that the 
workers had voted to demand certain changes in 
wage and working conditions and giving the em- 
ployers until Oct. 4 to reply. The papers were dis- 
tributed a week ago yesterday, and did not state 
to whom the replies should be sent. 

According to Robert W. Daley of the Daley 
Williams Company on Bedford street, his striking 
workmen said that they felt sure employers could 
increase the cost of shoe repairing to the public and 
thus obtain the necessary money to grant the wage 
increase. The employers, however, state that present 
costs of labor and materials have made repairing costs 
so great that the public is paying all it can for such 


work. 


SHOE MERCHANTS’ MEETINGS 


Concord, Lowell and Fall River Will Be Visited 
by Boston Delegation 


On Monday evening, October 13, at 8 o'clock, a 
delegation from Boston headquarters of the National 
Shoe Retailers’ Association will proceed to Concord, 
New Hampshire, to help the merchants of New 
Hampshire make a big success of their State meeting. 
This meeting will be held at the Eagle Hotel from 1 to 
8 p. m. 

On Tuesday, October 14, at 8 o’clock, the Lowell 
Retail Shoe Salesmen’s Association will be organized. 
The meeting to effect this organization will be held 
at 8 o'clock in Associate Hall. 

On Thursday, October 16, a local shoe retailers’ 
association of Fall River will be organized. 
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Complaints and Allow- 
ances---the Modern 
Way of Settlement 
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Principles of Store 
Adjustment 





j 


Plans of Many Stores in Caring for This 
Troublesome Feature of Shoe Retailing 


Refunds, Exchanges and Adjustments Are Necessarily a Part and 
Feature of Retail Merchandising Confronted in Every Store 


question about refunds when shoes are returned 


E the average store today there is not much 
within a reasonable time of their purchase and 


when the shoes have not been worn. In some 
stores before refund is made some questions are asked 
as to the reason for returning the shoes. In most 
stores, however, the merchandise is received from the 
customer, a refund slip is made and the money ob- 
tained from the cashier and handed to the customer. 
While this process is going on either the salesman who 
made the sale originally or the floor manager will 
engage the customer in conversation to learn the 
reason why the merchandise was returned. The mere 
fact that the store shows its willingness to refund the 
money without question or quibble is the best sort 
of an entering wedge toward getting the customer 
to be re-fitted to another pair, and with a little tact 
and courtesy this can usually be accomplished and 
another pair sold in place of the pair that was re- 
turned. : 


A Reflection on Store Service 


Most merchants assume that the return of mer- 
chandise no matter what the cause may be is a re- 
flection on the store service. Had the merchandise 
been properly sold there would have been no occasion 
for its return unless some defect developed in the 
merchandise that could not be ascertained at the 
time the sale was made. 

As one good St. Louis merchant puts it: “We are 
glad to have customers return merchandise that is 


unsatisfactory regardless of the reason for the com- 
plaint. We feel that he is doing us a favor by coming 
to us with his troubles. It cost us considerable money 
to get that customer in the first place and we cannot 
afford to lose him for the small amount of money that 
an adjustment would cost us even if it be the entire 
price paid for the shoes of which he complains. The 
mere fact that he has returned a pair of shoes shows a 
defect in our service some place and we are thus 
enabled to repair that defect.” 

The old adage ‘An Ounce of Prevention Is Worth 
a Pound of Cure” is certainly true in handling this 
feature of retail shoe merchandising. 


Make the Sale Right and Eliminate Returns 


The ounce of prevention in this instance is making 
the sale right in the first place. To make a sale right 
contemplates a number of different things. In the 
first place no sale can be rightly made unless the sales 
person knows and is familiar with the merchandise he 
is dispensing; knows its make-up; the purpose for 
which it is intended and the probable service it will 
render if properly used and treated. If he is selling 
shoes it is necessary for him to know the quality of 
the stock; the process of manufacture and the kind 
of service the shoe is expected to render under certain 
conditions. 

Many complaints are registered and become 
troublesome to the merchant because some clerk 
has sold a customer a shoe entirely unfitted and 
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unadapted to the purpose for which the customer 
expects to use the shoe. 

As an instance of this in one of Chicago’s best 
stores recently a woman asked to be fitted to a pair 
of black satin pumps. The fitting was made; the 
woman said “I guess I’ll just put them on and wear 
them.” The salesman explained to her that she 
would be very improperly dressed with a satin pump 
on the street in the forenoon; while he would be glad 
to sell her the pumps, they were not intended for that 
purpose, would not give satisfactory wear for the 
street but were perfectly proper for dress-up occasions. 
The result was that instead of buying one pair she 
bought three pairs, so selected that she would have 
shoes appropriate and proper for the various oc- 
casions which claimed her activities. 

The ounce of prevention also contemplates a 
knowledge of human feet sufficient to enable the sales 
person to detect any irregularities or ailments that 
may present themselves in order to provide shoes that 
are properly con- 
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been in service. Remarkably few stores have records 
which show this important data. We illustrate a card 
which is a part of the record system kept by Brosius, 
Walk-Over Boot Shop, Wichita, Kansas. The value 
of such a record is obvious. Besides giving the name 
and the address of every customer it shows the size 
and width worn, stock number, kind of stock and the 
date of purchase of each pair of shoes bought by that 
particular customer. When a complaint has been 
entered and an adjustment made the amount of the 
adjustment is shown on the card. The amount of 
these adjustments are totalled monthly and carried 
to the expense column of the ledger. In this way the 
store knows exactly what these adjustments have cost 
them each month and each year. 

The cards show also the character and reputation 
of each customer so far as their habits of returning 
goods is concerned, and in this way necessary pre- 
caution can be used in adjustments where a customer 
has a tendency to be unreasonable in his demands. 

This store in 
most instances al- 
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the customer. 
Many a cus- 
tomer walks out of 
a store improperly 
sold because the sales person has not given his un- 
divided attention and his best interests to the 
customer. Right thinking is absolutely essential to 


right acting and if a sales person is not putting the 


best of himself into his work, is not concentrating his 
best thought and best effort to his work in the right 
way, he is very apt to not only misfit the feet 
but to misfit the purpose intended to be served and 
the result will be a dissatisfied customer with the 
attendant loss to his firm. Inattention, lack of 
knowledge and indifference result directly in refunds, 
exchanges and adjustments. 


Worn Shoes the Biggest Problem 


One of the hardest problems which the shoe mer- 
chant has to face is where shoes are returned for 
adjustment after having been worn for a greater or 
less length of time. In such cases it becomes neces- 
sary to determine how long the shoes have actually 


Record Card for Adjustments, Used by Brosius, Walk-Over Boot Shop, 
Wichita, Kansas 


Brosius finds that 
the money paid 
out in adjust- 
ments is so very small in comparison with total gross 
business that it is very insignificant and is considered 
as of more value than the same amount of money 
spent in any kind of advertising because of the 
publicity given by customer to the satisfactory 
way in which he has been treated by the store. 


The Value of Sales Records 


. The value of records showing the date of purchase 

of each particular shoe by a customer is very well 
illustrated by a circumstance which occurred recently 
in Rogers Shoe Store, Decatur, Ill. This concern 
prides itself on its liberal policy and satisfactory 
results of the same in adjustment of customers’ 
complaints. 

Recently a gentleman came into this store and 
complained about the wear of a pair of shoes which 
he had on his feet. They were of a particular brand 
which this man had worn for several years, buying 











Oct. 11, 1919 





pair after pair on about the same shape last. Every 
pair excepting the pair which he had on had proven 
satisfactory, but this pair was certainly a sad disap- 
pointment. Mr. Rogers took one of the shoes and 
compared it with his records and surprised the man 
exceedingly by showing him that he had purchased 
the shoes some three and a half years previous to his 
kick. 

At first the man was very loath to believe the 
statement but the records could not be doubted. It 
developed that the customer’s wife in cleaning up 
closets had come upon this pair of shoes and since the 
uppers were good she had sent them out to be repaired. 
That morning the man 
had dressed hurriedly 


BOOT AND SHOE RECORDER 45 


liability rather than an asset to any store, especially 
so if they happen to be credit customers and keep 
active accounts. 

If the merchants in each community would get 
together two or three times a month at luncheon and 
talk these matters over in a friendly way much can be 
done to eliminate the evil of returns, exchange and 
adjustment. While every store which is rightly 
constituted desires to give its customers the benefit 
of every possible doubt in the adjustment of honest 
complaints yet every store is imposed upon to a 
greater or lesser extent by the habitual kicker and 
the crooked, dishonest customer who goes from 
dealer to dealer stir- 
ring up a rumpus in 





and put on the old pair 
instead of the pair 
which he had _ been 
wearing. After he had 
reached his office he 
discovered the defects 
in the soles of the 
shoes and consequently 
made the kick. The 
result of the whole 
matter was that instead 
of being dissatisfied this 


When Shoes Are High not 


The Adjustment Is of Importance 


This careful summary of the modern 
practice of adjustment is the result of re- 
search work by our Western Editor, Earl C. 
Logan, and should solve the problem in your 
store. It is so true that the higher the cost 
of shoes to the public the greater “‘the kick”’ 
if something goes wrong.—FEditor’s Note. 


order to get what does 
rightfully belong 
to him. It is a re- 
grettable fact also that 
some merchants and 
clerks seem to be about 
as dishonest and short 
sighted as this part 
of the public. Such 
merchants and salesmen 
very frequently utilize 
the kicks and _ sup- 











man became a _ booster 
for the store and for 
this particular brand of shoes. 
to buy the drinks. 


He of course offered 


“Treat the Public Square” 


“The public, generally speaking, are reasonable; 
and when a store shows a disposition to do the fair 
thing and take upon its shoulders its share of errors 
and mistakes and in a kindly way points out to the 
customer where he himself may have been at fault, 
trouble usually disappears. “Treat the public square’ 
is our slogan”—so says H. M. Chisholm of Cleveland. 

Unfortunately, however, there is a class of people 
both men and women who seem determined to make 
trouble and endeavor to get something for nothing— 
the habitual kicker that is always telling the mer- 
chant how he has been mistreated by some other 
merchant and how unsatisfactory the merchandise is 
today. This class of customers are deserving of very 
little sympathy or consideration and are really a 


posed mistreatments of 
these customers to heap 
abuse and discredit upon their fellow merchants. 

Such tactics are sure to act as a boomerang and 
fly back and hit the fellow who gave them flight, but 
at the same time a blot and stigma is brought upon 
the shoe fraternity that ought not to exist. 

Simple honesty, co-operation and getting better 
acquainted with each other will do a whole lot to 
eradicate this sort of trouble among merchants 
in any community. 


Co-operative Records on Adjustments 


In Toledo, Ohio, the Merchants’ Retail Board 
of the Chamber of Commerce maintains a co- 
operative method of exchange of complaints. 
By this method the habitual kickers and crooked 
complainants are found out, their names and 
addresses tabulated and passed on to the mer- 
chant members of the board. 


What Stores Are Doing 
Best Methods of the Merchants Told by Them 


What Ben Weber of the Guarantee Shoe Company, 
San Antonio, Texas, Says: 

“We have been endeavoring for a great many years to suc- 

cessfully handle exchanges and returns, which we take for 

granted means refunds in cash transactions, to the entire 


satisfaction of the customer. We have made it a point, when 
a customer returns a cash purchase for a refund, to immedi- 
ately write out a refund check, which is sent to the office for 
the cash, and in the meantime, the floor walker will make it a 
point to find out the cause of dissatisfaction, and in a great 
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many instances, he can persuade the customer to be refitted, 
and another sale is consummated. We find in a great many 
instances, that the customer has been made dissatisfied with 
her purchase after returning home, by her neighbors or friends, 
or other cause, and returns the shoes, requesting her money; 
which as above mentioned, is cheerfully done. If it were 
possible to find out why she is dissatisfied with her purchase, 
whether she spent more than she expected to, whether the 
shoes were misfitted, etc., the floor walker could, in most 
cases, have her reseated and fitted in another pair, which 
would result in the saving of the salesman’s time and other 
incidental expenses incurred in making the sale. 


Keeping the Salesman’s Records 


“Refunds and exchanges are credited to the salesman’s 
sales and if a customer is refitted, she is turned over to the 
salesman who is first on the list for that particular day, unless 
she requests the services of the salesman who previously 
waited upon her. The same arrangement applies to ex- 
changes. Unless a customer requests that the original sales- 
man wait on her, she will be handled by the first salesman on 
our rotation list. 


The Customer “Be Pleased’’ 


‘‘Regarding exchanges where alterations have been made, 
such as changing heels, sewing on ornaments, or any other 
alteration, which in a measure will detract from the sale of 
the shoes, they are handled entirely by the discretion of the 
floor manager. We endeavor to please, and in every instance 
we see that the customer is entirely satisfied. We appreciate 
the fact that we spend a great many thousands of dollars 
each year in publicity in order to attract customers, and 
know that every customer lost is a loss in advertising effort to 
the extent of $25 to $30. And, in a great many cases, we 
naturally get imposed upon, but we figure that in the next 
pair of shoes, the profit will offset the allowance, or an amount 
made good, and we have still retained the customer’s patron- 
age. 

““Misfitted shoes are refitted without any argument or 
quibble, after measurement is taken and the misfit is verified. 
We have never charged these shoes to the salesmen, as most 
stores do, but if the salesman misfits many customers, it is 
impossible for us to use him in our store. We have quite a 
reputation for fitting, throughout the entire southern country, 
and in order to maintain this reputation, we absolutely 
replace every misfitted pair. In a great many instances, they 
can be cleaned up and full price gotten for them, if worn only 
a few days. 

We feel that the loss through allowances is not of much 
consequence, to the loss of customers which would result 
in the event we were obstinate and would not make 


satisfactory adjustments. 


A Clever Adjuster Needed 


“Simmering down the whole subject of ‘returns’ and ‘ex- 
changes,’ it comes down to the fact of having a floor man 
who is affable, courteous, a quick thinker; who makes his 
adjustments and allowances in a business like way, at the 
same time explaining the justice in the case, etc. A good 
floor man can absolutely save a concern thousands of cus- 
tomers without the necessity of giving the customer all which 
he thinks he is entitled to. Of course, there are a great many 
habitual kickers who find fault and demand allowances on 
every purchase made. It is the business of the floor walker 
to know these people from season to season, and if their 
business becomes absolutely unprofitable, it is necessary then 
that we drop them from our list.” 
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What Can the Store Afford? 


By W. S. ARANT, The Panor Stores, Des Moines, Iowa 


“It is our opinion that the matter of handling ‘returns’ 
and ‘exchanges’ depends entirely on the class of customers 
a store is catering to. We have stores that we operate on a 
close margin plan, selling medium and low price shoes. By 
holding down every possible expense we are able to sell on 
small profits. In these stores we insist on the customer being 
reasonable. We refuse to exchange unseasonable and sale 
merchandise, we make a small charge for refinishing shoes 
that have been slightly worn and we insist on repairing defects 
in place of giving the customer a new pair. 

“In the cperation of our stores that cater to high class 
trade we have no argument with any customer. We very 
politely listen to the customers’ complaints, ask them what 
they think we should do and if they want a new pair for any 
reason whatsoever, we very pleasantly fit them with a new 


pair.” 
When We Go the Limit 
By A. W. LUTZ, Walk-Over Shoe Stores, St. Louis 


“In the matter of exchanges we will go the limit and ex- 
change willingly and courteously if they are in the same con- 
dition as when taken from our store. In case the shoes have 
been worn we will assume full responsibility if the shoes were 
misfitted by one of our men either knowingly or unknowingly. 
If the shoes have been in the customer’s possession for a con- 
siderable length of time we are still willing to exchange them 
if they have not been abused. If the shoes have been abused 
so as to render them unsalable we would refuse to exchange 
them, unless there was some good business reason to cause us 
to do otherwise. Our salesmen are on a commission basis and 
the customer who wants to exchange a pair of shoes is certain 
to obtain just as prompt service and just as courteous service 
as the customer who is making an initial purchase. We are 
also willing at all times to refund the customer’s money if 
they want it. 

When Charges Are Made 


“In the matter of adjustment, exchanges where the shoes 
have proven defective in material or workmanship, we al- 
ways make a charge for the service rendered, this charge to 
be reckoned on a fair basis to the merchant as well as the 
customer. We find but little objection on the customer’s part 
to pay for the service rendered in this respect. In billing a 
pair of shoes back to the manufacturer we always make them 
an allowance where we have received a wear charge from the 
customer. Summing up the whole matter of returns and 
exchanges our position is this: 

“We will not willingly let a customer take an enormous 
advantage of us; however, we do give them the full advantage 
of any doubt, reasonable or otherwise. I might add that we 
have been very highly successful in making adjustments and 
exchanges on the above basis.” 


Help Eliminate the Adjustments 
By W. E. BRELSFORD, Topeka, Kansas 

‘Referring to ‘returns’ and ‘exchanges’: Now this should 
not be a very serious problem in the retail business; in the 
first place, the greater proportion of exchanges may be elim- 
inated by proper fitting and the selling of suitable footwear 
to supply the buyers’ needs. 

“The greater proportion of exchanges and refunds are due 
primarily to selling a patron that which the salesman desires 
to sell—no shoes properly sold are ever returned. When 


’ shoes are to be pushed for obvious reasons necessary in the 


proper conduct of our business, the salesforce should impress 
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their patron with the desirability of those shoes, namely, 
style, quality, superior fitting or economy. Now if either of 
these features impresses the patron sufficiently, little thought 
should be given their return. 


He Who Serves Best 


“Broadly speaking, the Chicago merchant is correct, and 
every successful business has behind it a policy of utmost 
satisfaction to the purchaser; a few instances arise wherein 
the customers appear drastically wrong from our view-point, 
yet with their extremely limited knowledge of the shoe busi- 
ness, @ greater share of these are right from their view-point, 
at least the losses are so small that throughout the year it is 
insignificant. 

“We urge our salesforce to exchange or refund money just 
as cheerfully as we take it. Our idea is to convey to our 
patrons that this store’s policy is to please, that when they 
spend their money, they can be sure of satisfactory merchan- 
dise; once that thought is impressed on your patrons, price 
is of the least consideration. 

“A certain per cent of shoppers always come to every store, 
aren’t they entitled to see what a store offers, that they may 
want later, if not that day? Some stores sell their shoes— 
you can depend on it that the store that does sell is the store 
of courtesy. 

“View this from a cold-blooded dollars and cents proposi- 
tion; the greater successes are those that serve their patrons 
best—on any line of merchandise.”’ 


Is the Customer Always Right? 


By S. J. BROUWER, Milwaukee 


“T believe that the statement, ‘The customer is always 
right,’ is too extreme. I believe that a customer who is wrong 
needs an education, and that he who neglects to educate his 
customer to seeing what is fair and right is unjust to the 
customer. 

““Many claims that are made have arisen from the wrong 
view-point taken by dealers in the past and the imposition 
passed on to the manufacturer. By this I mean that if there 
were something wrong with the shoes, he handed the cus- 
tomer a new pair to be a good fellow, and then passed the 
buck to the manufacturer. 


Try to Fix It Up 


“Many a shoe is perfectly good, and if a nice job of repair- 
ing is done on it for the small defect that shows itself only 
after the shoe has been worn, and which frequently it is im- 
possible to detect until it has been worn, that bit of repairing 
saves the full value of the shoe. 

“On a rush day it is impossible to take the time to explain 
everything to a customer, and in such instances it saves 
money merely to replace the shoe and dispose of the defective 
shoe the best possible way at some later time. 

“The most difficult cases are those where the customer is 
crooked, dishonest, lies deliberately, and practices imposi- 
tion upon one dealer after another, and seems to take a keen 
delight in stirring up a rumpus and getting what does not 
rightfully belong to him. Such losses as the dealer takes then, 
for the sake of his own peace of mind (and to get rid of the 
customer he replaces the shoe) should never be passed on to 
the manufacturer. 


Tell Your Fellow Merchants 


“The customer who imposes upon us should be listed and a 
record made of the transaction and the name given to, all the 
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other dealers. After this had become an established fact, 
then it should be made known through the newspapers 
as to just what our co-operation of dealers does to that sort 
of folks. 

“When any case is in dispute, we should feel free to say to 
our customer, ‘Now you can go to any store in the city and 
show this to any dealer whom you consider a fair, honest 
judge, and if he decides that we are wrong, we will gladly 
give you what you ask for.”’ 


If the Shoes Are Returned Quickly 
By WALTER H. HOSKINS, Toledo, O. 
“In regard to how we handle returns and exchanges, would 


say that we exchange shoes within any reasonable length of 


time from date of purchase, providing they are not returned 
after the season is over, and that they are in salable condi- 
tion. 

“So far as adjustment is concerned, it depends entirely upon 
the conditions, as we find the best method is to have no set 
rules as to how to handle these matters, relying upon the judg- 
ment of the department manager to handle each customer 
according to the conditions that surround the case. To as- 
sume that the customer is always right does not nieet with 
our approval, as we find there is a certain class of people 
who live off from this kind of a store and whose trade is of 
no value whatsoever to anyone. In Toledo, we have a very 
good co-operative arrangement in our Retail Merchants’ 
Board, whereby people who habitually make unjust claims 
are tabulated, and these kind of people are soon discovered 
and very little leeway is given to any of their complaints, un- 
less they are strictly just and fair. We believe the average 
customers, however, are honest and want their just dues, and by 
putting the matter squarely up to them as to what they 
think they are honestly entitled to, we have little or no 
trouble along this line. In the course of a year, this item of 
expense has been a comparatively small one, and we believe 
that a liberal policy wins out as has been proven by all pro- 
gressive institutions of the land.”’ 


A Good Adjustment Is “Adver- 
tising”’ 
By H. M. CHISHOLM, Bilt-Well Shoe Stores, Cleveland, O. 

“‘On our returns to manufacturers we give them a detailed 
account on a tag attached to each and every pair of shoes and 
charge them up witl the same, sending them through and 
take what they allow. Make no demands and find that we 
most always have gotten the best of it. 

“On ‘exchanges,’ we always try to give our customers the 
best of it. When customers come in to have their shoes ex- 
changed we give them the same attention as they received when 
they purchased same, and on shoes that have not been worn 
and we cannot satisfy them, we cheerfully refund the money. 
Where the shoes have been worn and there is a defect, or they 
think there is, we do our best to please, allowing for same. 
Such as broken heels or soles, if we cannot repair them, 
we take them back and please anyway. 

“‘We claim on our adjustments that in a year’s time all 
that we may lose in this way is worth more to us than double 
the amount of advertising. 

“You know our policy for a long time, that is, ‘treat the 
public on the square.’ Now you also know that I am not 
personally fond of having my name in print. Take what you 
think best out of this and use it as you think best.” 
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Syracuse Merchants Organize 


Officers Elected---Local Organization Votes to Affiliate with State and 
National---State Convention, Syracuse, July 5, 6 and 7 


cuse, aided by a special delegation of Rochester 

shoe men, met at the Syracuse Chamber of 
Commerce on September 30, and organized the Syra- 
cuse Retail Shoe Dealers’ Association. - 

A. B. McCormack was elected president. Other 
officers elected were Fred J. Poehlman, first vice- 
president; Fred Nichols, second vice-president; 
Elmer Beasley, secretary; and J. E. McElwee, treas- 
urer. A committee appointed to frame up the con- 
stitution consists of Ernest N. Park, Fred Fisher and 
W. H. Lynch. 

A vote of thanks was extended to the following 
Rochester merchants who made the trip to Syracuse 
to help organize the shoe merchants: 

William Pidgeon, Jr., president of the Rochester 
Retail Shoe Dealers’ Association; Harry H. Phelan, 
E. J. Esser, Ranney H. Webster, Secretary C. E. 
Shields, Don J. Burke, Philip H. Leckinger, H. P. 
Hall, John H. Schmanke, George W. Schmanke, 
Rossiter L. Seward of the “Boot and Shoe Recorder,” 
Harry A. Chase of the Shoe Retailer. Frank W. Rice, 
New York State salesman for Utz & Dunn Company, 
was also present, as was E. W. Lamb of the Con- 
verse Rubber Company. 

Wm. Pidgeon, Jr., president of the Rochester Re- 
tail Shoe Dealers’ Association, outlined the value of 
organization among merchants in the same line of 
business and quoted instances that had aided the 
Rochester shoe men to learn much from one another. 


\ BOUT 23 prominent shoe merchants of Syra- 


, 





A nominating committee consisting of F. J. Poehl- 
man, F. Nichols, B. McCormack, O. C. Brannock and 
N. Larkin was appointed. 

A resolution condemning the Siegel Bill was drawn 
up by the officers and members of the new association. 
It was announced that the annual convention of the 
New York State Shoe Retailers’ Association would be 
held in Syracuse on the first Monday, Tuesday and 
Wednesday following the Fourth of July, 1920, at the 
Hotel Onandaga. - 

The new Syracuse Association has the following 
charter members: A. B. McCormack, S. S. Alexander, 
F. P. Schaeffer, B. M. Cone, Wm. H. Lynch, R. A. 
Mitchell, H. A. Kling, E. N. Park, G. E. Dwinnell, 
E. H. Wheeler, O. T. Brannock, F. Fisher, D. Dwyer, 
D. J. Cameron, C. H. Bristol, G. W. Murfitt, F. J. 
Poehlman, F. Nichols, N. Larkin, J. Gallwang, E. 
Beasley and J. E. McElwee. 

A resolution thanking the members of the newly 
organized Syracuse Retail Shoe Dealers’ Association 
for their hospitality and the cordial reception accorded 
the Rochester retail shoe merchants at the gathering 
last week in Syracuse was unanimously adopted at 
this week’s meeting of the Flower City shoe mer- 
chants. William Pidgeon, Jr., president, thanked the 
members of the Rochester Association for their splen- 
did turnout and for their assistance in organizing the 
Syracuse merchants. 

The new association was congratulated on its ex- 
ceptionally large initial membership. 
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Washington, D. C., Oct. 10. 

N a report to the Department of Commerce, 
| Fa Hertz, the trade commissioner who has 

gone to Europe to look into hide and leather 
conditions there, calls especial attention to the new 
export duty on Indian hides and skins and what 
it means to the 
United States. 

As has already 
been announced 
the Indian Govern- 
ment has passed a 
bill imposing an ex- 
port duty of 15 per 
cent on raw hides 
and skins; with a 
10 per cent rebate 
to countries within 
the British Empire. 
The bill, which is 
intended to protect 
Indian tanners, it 
appears, will seri- 
ously affect the 
American glazed 
kid industry. 

The following sta- 
tistics show the im- 
portance of our 
purchases of goat- 
skins from British 
India. The total 
imports .of goat- 
skins from British 
India have been: 
in 1913, 41,124,364 
pounds; in 1914, 
35,698,332 pounds; 
in 1915, 28,180,080 pounds; in 1916, 38,767,- 
022 pounds; in 1917, 43,473,823 pounds, and 
in 1918, 31,341,809 pounds. The total goatskins 
imported into the United States were: in 1913, 
96,250,305 pounds; in 1914, 84,759,428 pounds; in 
1915, 66,547,163 pounds; in 1916, 100,657,021 
pounds; in 1917, 105,640,307 pounds, and in 1918, 
66,932,937 pounds. The following figures show the 
total exports by British India of goatskins: in 1913, 
58,346,848 pounds; in 1914, 50,775,872 pounds; in 
1915, 42,790,944 pounds; in 1916, 44,794,512 pounds; 
and in 1917, 58,442,496 pounds. Mr. Hertz says in 
this connection: 
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Will the India Export Duty Raise Prices? 


The 15 Per Cent on Raw Hides and Skins May Influence Prices and Yet 
May Decrease Supplies from India and Start More Active Buying Elsewhere 









“By comparing the above figures, it will be seen 
that the United States took an average of over two- 
thirds of the Indian goatskins exported during the 
last six years. 

“In addition to the vast amount of goatskins that 
the United States has imported from British India, 

it may also be noted 
a/ that the United 
States has been a 
large purchaser of 
kips, raw and tan- 
ned.”- Mr. Hertz 
encloses the follow- 
ing from the “Shoe 
and Leather Rec- 
ord” of London, 
which expresses 
doubts as to the 
efficacy of. an export 
duty in protecting 
the infant tanning 
industries. The 
clipping is as fol- 
lows: 
- “The whole busi- 
ness is very inter- 
esting and its devel- 
opment must be 
carefully watched. 
It would not be 
surprising that those 
who were interested 
in the collection and 
export of raw ma- 


The United States Took an Average of Over Two-thirds of the Indiagoat terial were to or- 
Skins Exported During the Last Six Years. In 1918 the United States ganize a large class 
Took 31,341,809 Pounds 


who provide their 
supplies into suc- 
cessful protest against the entire scheme. 

“From the point of view of the exporter of raw 
hides and skins the situation presents itself in a very 
different light. Raw East Indian kips and goatskins 
are sold in competition with other hides and skins 
in the. world’s markets. Sooner or later it will be 
found that the Indian butcher and exporter receive 
less for their product than they otherwise might, by 
reason of the tax which is levied by the Indian 
Government. 

“In other words, it will be discovered that the 
Indian Government can only tax its own subjects; 
(Continued on page 50) 
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A Leader and His Slogan 


I. R. Bailey Has One Maxim---““Make Men of Those Who Make 


Business’’ 


ager of the mechanical goods division of the 
Goodyear Tire and Rubber Company, Akron, 
Ohio, became identified with the rubber business 
thirty-two years ago, when he started his career in 
early life with his brother in New England as Bailey 
Brothers, conducting not only a retail but a whole- 
sale business in all kinds of rubber goods. 
For over eight years he covered the Middle West 
as a representative of 
Eastern manufacturers 
of waterproof goods 


I R. BAILEY, assistant sales manager and man- 


WILL THE INDIA EXPORT DUTY RAISE 
PRICES? 
(Concluded from page 49) 
it cannot tax the American buyer 15 per cent or the 
British buyer 5 per cent at it seems to suppose. 
The market will take Indian skins at whatever price 
they are worth in comparison with others, and the 
tax, or the greater part of it, will fall upon the Indian 
exporter. We had a notable instance of how an ex- 
port tax operates during 
the Boer War. The 
British Government 
levied a small export 








and insulated electrical 
supplies. 

Mr. Bailey came to 
Akron about seventeen 
years ago, taking 
charge of the mechan- 
ical goods. department 
of the Diamond Rub-_ 
ber Company, remain- 
ing with them ten 
years and establishing 
their insulated | wire 
department, the hand 
rubber department, 
and the boot and shoe 
department. During 
that time he had com- 
plete charge of the 
sales of all mechanical 
goods. 

On February 1, 1913, 
he became affiliated 
with the Goodyear 
Tire & Rubber Com- 
pany, where he im- 
mediately. put into 








duty upon coal, which 
it was supposed would 
tax ‘the foreigner.’ It 
had to be withdrawn, 
after an experience of 
only one year, because 
it was discovered that 
the additional charge 
put British coal out of 
the market in many 
neutral ports. To keep 
their foreign trade the 
exporters had to pay 
the duty out of their 
own price. 

“The Indian Goy- 
ernment may have a 
similar result. It is in- 
teresting, as we have 
already said, and 
ought to help tan- 
ners both here and 
in India. Such as- 
sistance can only be 
rendered at the ex- 
pense of others in our 
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operation his ideas on 
the correct method of 
selling and merchan- 
dising mechanical rub- 
ber goods. He attributes 
his accomplishments to the adoption of “common 
sense methods, honestly and earnestly applied.” 
Mr. Bailey believes in the theory of making a 
careful study of the problem presented before pre- 
scribing the remedy. Mr. Bailey has one maxim 
that governs him in the conduct of his department 
—‘make men of those who make business; make 
salesmen and develop possibilities with the dealers.” 





I. R. BAILEY 
Goodyear Tire and Rubber Co. 





Great Dependency, 
and it remains to be 
seen whether or not 
they are willing to foot 
the bill. 

“Goatskin tanners had to be propitiated at the 
same time, the more so because they have latterly 
been trying their hands upon the production of 
chrome glace without very much present success. 

“It is the opinion that hides and skins will not be 
consigned to London as freely as heretofore, because 
of the difficulties of re-export, due to the additional 
taxation.” 
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Reasons for Organization. 





By F. P. MEYER, President of the Illinois Retail Shoe Association, Before the Georgia Convention 


Shoe Association, says that in the past four 

years since the shoe retailers of Illinois have 
organized, their banking status has increased 40 per 
cent, less failures having occurred than in the last 15 
years. All due to organization. During the con- 
vention the latter part of July several men came to 
me and said, “Meyer, it has cost me some $40 or $50 
to attend this meeting,” but they all went away and 
said they had made $4,000 or $5,000. 

There are so many good reasons why Georgia 
retailers of shoes should organize that it should not 
be necessary to enumerate them. Here are some of 
them: 

The question of styles. 

The question of credits. 

Taking care of stock. 

How to run a business to make money. 

Regulating the prices of rubbers. 

Regulating the prices of tennis goods. 

The best method of compensating sales people for 
results. 

Selling service with your shoes. 

Buying in advance; buying in the markets versus 
buying in the stores. 

Retail shoe advertising that sells shoes. 

Ideal size schedules, avoiding end sizes and narrow 
widths. 

Value of good shoe windows as silent salesmen. 

Red-tapeless accounting method. 

How to pay your rent with finding, hosiery and 
repair departments. 

Merchandising—broken and discontinued lines 
that represent your profits. 

Departmentizing your business so you know what 
department pays properly. 

The return-goods evil. 

Adjusting complaints. 

The turnover system. 

Knowing what your sales people are doing. 

Taking care of State legislation. 

Knowing what your actual profits are daily—with- 
out waiting for stock taking. 

Knowing whether your increase in business is in 
pairs or volume. 

Keeping records of sales lost, to aid you in proper 
buying. 


K P. MEYER, president of the Illinois Retail 


For the Honor of the Craft, All Hands to the 
Wheel 

The shoe business. certainly needs. organization 

worse than any other. . When we look back a few years 

and see that the average shoe house made only 5 to 





7 per cent and the retailing of shoes was so unprofitable 
that the banking interests of the country considered 
them bad risks, you must realize that the retail shoe 
industry today is in the most chaotic state possible. 
The legislation which may be passed detrimental to 
our business, at any time, is incentive enough to 
open the eyes of any one, and every one must put 
his shoulder to the wheel to uphold our craft. 

The leaders in the big centers like New York and 
Chicago feel that the peak of the leather price market 
has been reached. I urge caution in placing shoe 
orders that will anticipate further radical rise in 
prices. Do not place large orders on the present Spring 
quotations and you will do your share in perhaps 
lowering prices, for the more you buy and the further 
you anticipate ahead—will only keep the market 
stiff—if it does not assist it in rising. 


In marketing your shoes, do not do it on replacement — 


values, but rather average it in accordance with 
prices you paid for them for this Fall’s selling. 

Today more than ever you need help and assistance 
from one another, for through organization you will 
get strength. 





An Attractive Window 
Morse & Haynes Company, Springfield, Mass., 
Are Specializing 
During the recent Neolin drive in Springfield 
Mass., a photograph was taken of Morse & Hayne 





Window Display of Morse & Haynes, Springfield, Mass. 


Company’s window, showing children’s, misses’, boys’, 
youths’, women’s and men’s shoes, equipped with 
Neolin soles and Wingfoot heels. Morse & Haynes 
are most enthusiastic. over the service rendered by the 
Goodyear Tire and Rubber Company. 
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New Hampshire a Shoe State 


Facts and Figures Revealed by Boot and Shoe Section of Eastern 
States’ Agricultural and Industrial Exposition 


HE New Hampshire State Exhibit, held re- 
cently at Springfield, Mass., stressed upon the 
general public through its manufacturing 

section the importance of New Hampshire as a shoe 
State and that the shoe men of New Hampshire were 
willing to co-operate in order to bring before the pub- 
lic general information regarding the Granite State 
as a good place in which to establish new industries 
and a particularly good place for shoe workers to 
come. 

In the boot and shoe section, exhibits of the follow- 
ing character 
were shown. 

Shoe parts , 
before assem- 
bling, mate- 
rials used 
during con- 
struction,and 
shoes in the 
process of 
building. 

Both men’s 
and women’s 
shoes of Mc- 
Kay and 
Goodyear 
welt con- 
struction, 
s titchdowns, 
wonseam 
shoes, wom- 
en’s turns 
and slippers. 
Upper leath- 
er to indicate 
different stages of manufacture. 

Photographs to show one of the modern shoe fac- 
teries in New Hampshire. 

The following statements were printed on signs and 
were prominently displayed in the boot and shoe 
section. 

Statements Printed on Signs 

Enough shoes are produced in New Hampshire to 
furnish every person living in the New England 
States, also in Arizona, Colorado, Delaware, District 
of Célumbia, Florida, Idaho, Montana, Nevada, New 
Mexico, North Dakota, Oregon, South Dakota, Utah, 
Wyoming with more than two (2) pairs of shoes 
yearly. 


New Hampshire Shoe Exhibit at Eastern States’ Agricuitural and Industrial Exposition 


32,000,000 pairs of shoes produced annually in New 
Hampshire. 

In 1910, New Hampshire ranked fourth 
among the States producing shoes. Based on war 
census estimated increase in annual production since 
1910 is 34.5 per cent. 

New Hampshire has more shoe workers in propor- 
tion to the population than any other State in the 
Union. 

The shoe industry of NewHampshire is steadily grow- 
ing under the guidance of conservative men whose in- 
terests are the 
interests of 
the State and 
its people. 

The prin- 
cipal loca- 
tions of the 
shoe indus- 
tries in New 
Hampshire 
are Clare- 
mont, Derry, 
Dover, Ep- 
ping, Exeter, 
Farmington, 
Keene, Man- 
chester, New- 
port, Nashua, 
Por tsmouth, 
Pittsfield, 
Raymond, 
Rochester, 
South Dan- 
ville, Somers- 
worth. 

The Shoe Light of 
Production of the 
Queen City of New Hampshire. 

How often is a pair of shoes made in the city of 
Manchester, New Hampshire? Watch the flash. It 
tells the story. 

A pair of shoes made every 3.35 seconds. 

The Proof. 
A year of seconds 
equals 31,536,000 
seconds. 

The figures 9,402,009 were secured ftom the report 
filed by manufacturers at the beginning of the war 
together with other data. 


9,402,009 pairs 
produced annually. 
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Shoe Production Tripled 


Pennington-Crowell Shoe Company’s Six 
Months’ Record of Expansion 


Building shoes like Henry Ford builds automo- 
biles is the policy of the Pennington-Crowell Shoe 
Company, manufacturers of men’s shoes at Man- 
chester, N. H. Concentrating on a few styles, making 
these styles in large quantities and selling them direct 
to the retail merchant is the slogan that has spelled 
success for this energetic and farsighted concern. 
With an organization of experience and capable men 
who know men’s welts from beginning to end, back- 
ward and forward, this company has already tripled 
its production in the last six months. 

And the reason why is not hard to find. Good 
t shoes, standard- 
ized styles, care- 
fully chosen, all 
made with the 
same quality 
sole, the same 
514-6 iron solid 
grain innersoles, 
the same grade 
of upper leath- 
er, are just some 
of the reasons 
why. For the 
convenience of 
its customers a 
large in-stock 
department is 
maintained. 
The entire line 
is built over six 
lasts _ selected 
to fit every type 
of normal foot 
and the leathers 
used are black, 
a dark mahog- 
any shade and a medium light shade of brown. Both 
William Pennington and Samuel Crowell, Jr., are 
experienced shoe men and bring to the business a 
knowledge gained in the hard school of experience. 














WILLIAM PENNINGTON 
President 





A Factory Extension 
To Plant of Frederick S. Peck of Worcester, Mass. 


The shoe factory of Frederick S. Peck, Worcester, 
Mass., has increased its business. Three extra floors 
containing about 30,000 square feet have been added. 
The plant is now making a line of young men’s shoes 
on the English last in connection with the Case Arch 
Support Shoes. It has a new equipment of lasts, 
patterns, and everything is in readiness to turn out an 
output of from 1,000 to 1,200 pairs per day. 
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These shoes will be strictly high grade and will be 
under the strict supervision of M. A. Knipe, manager 
of the Frederick S. Peck shoe factory, who has been 
the principal factor in bringing about this business 
extension. P. S. Lane, a former Brockton man, is 
superintendent and will be “on the job” every minute. 





A Shipping Suggestion 

From Committee on Efficient Freight 

Handling - 

Several months ago the Seaboard Air Line Rail- 
way Company of Norfolk, Va., perfected an organiza- 
tion known as the Committee on Efficient Handling 
of Freight, for the prevention of loss and ‘damage, 
there being 
seven sub-com- 
mittees and a 
general commit- 
tee. At a pre- 
vious meeting 
of the general 
committee in- 
formation was 
put before the 
committee rel- 
ative to the 
practice of man- 
ufacturers of §& 
boots and shoes 
in shipping their 
products to 
show on cases 
several different 
numbers. The 
suggestion was 
strongly made 
that shippers 
show but one 
set of case num- 
bers. From the 
facts presented, it did not appear that it was to the 
mutual interest of shippers or carriers to show more 
than one set of numbers inasmuch as a loss of 
packages is liable to occur. 
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SAMUEL CROWELL, Jr. 
Treasurer 





New Shoe Store 


First Sale of Wildfleuer Brothers, New York, a 
Crossett Shoe 

On Saturday, September 20, Wildfleuer Brothers, 
well-known shoe merchants who operate a chain of 
stores in New York City, had a very successful open- 
ing of an attractive new store on West 181st Street. 

The first pair of shoes sold from this new store was 
a pair of “Crossett Bench Made,” which was sold by 
Louis Rosenwasser, buyer and genera) manager for 
Wildfleuer Bros. 
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A New Plant Completed 


Marathon Shoe Company Transforms Factory 
Into L-Shaped Sunlight Workshop 


The Marathon Shoe Company, Wausau, Wisconsin, 
manufacturers of boys’, girls’, growing girls’ and 
men’s shoes, has just completed an addition to its 
factory which will double its output. This addition is 
two stories in height and is of modern, fireproof con- 
struction, equipped with fenestra’ windows on each 
side of the building, affording the admittance of 
maximum sunlight and fresh air into all departments of 
the factory. The addition transforms the plant into 
an L-shaped building, with a warehouse in the space 
provided within the L-shape. 

The Marathon Shoe Company in the past few years 
has added an extensive line of boys’, girls’ and growing 
girls’ shoes and two styles of men’s shoes. These are 
being made by a high-grade stitched-down process, but 
plans have been completed to devote one large depart- 
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Foremanship Training. Course 
Inaugurated by Fred B. Rice of Rice & Hutch- 
ins, Ine. 


Rice & Hutchins, Inc., have recently inaugurated a 
plan of training for their foremen and other executives, 
which is of considerable interest. Fred B. Rice, vice- 
president of the company, is of the opinion that money 
invested in MEN these days brings a better return 
than money put into machines. Accordingly, he has 
laid out a program of training for men in supervisory 
positions in their three plants, which he believes will 
result in increased production and a more efficient 
factory organization. A group of 70 men will pursue 
the course. The subjects covered will be team work, 
handling men, organization, machinery and materi- 
als, production records, and management. 

The course will comprise the systematic study of 
text books on these subjects, and the solution of typical 
factory problems relating to the texts. Meetings of 

the men enrolled in the 








Marathon Shoe Company, Wausau, Wis., with a Daily Output of 2,000 Pairs 


ment in the addition for the construction of a semi- 
dress men’s shoe in Goodyear welt, made by the 
Marathon patented process, with a strictly nailless 
heel seat and nerve-resting shock absorber built into 
the shoe. The Marathon Shoe Company has added 
to its Dr. Sommer’s New Dawn line, which consists 
of boys’, growing girls’ and men’s shoes made by a 
patented stitch-down process, another line which is 
trade-marked “Pied Piper,” which consists of boys’ 
and girls’ shoes in sizes 5 to 8, 81% to 11 and 12 to 2. 
The new addition has been equipped with modern 
electrically-driven machinery which was ready for the 
manufacture of shoes on October 1. This will give 
the, Marathon Shoe Company an output of 2,000 
pairs daily, ; 
This factory has had little or no labor troubles since 
its .establishment.. .The employes are a happy and 
contented lot, most of whom own, their own homes, 
within walking. distance of the factory, and they 
nearly all go home for lunch during the noon hour. 


class will be held in the 
plant every two weeks for 
three months, and there 
will be a short lecture deliv- 
ered at each meeting, fol- 
lowed by discussion of the 
material studied in its 
particular relation to the 
problems of Rice & Hutch- 
ins’ production. 

The three factory groups 
will meet together under 
the chairmanship of Mr. 
John A. Curtis, superinten- 
dent of the Curtis factory. 
G. P. Eager, superinten- 
dent, is im charge of the Middlesex factory, and L. B. 
Aldoes is in charge of the Main Street factory group. 
The training is under the supervision of the Business 
Training Corporation of New York, and the lectures 
will be given by the staff of that company. 





A Successful Baseball Season 


Milwaukee Shoe Manufacturers’ League Closes 
Summer, 1919, with Banquet 


The 1919 season of the Milwaukee Shoe Manufac- 
turers’ Baseball League was brought to a successful 
close with a big banquet at the Donges Bay Resort, 
Pine Grove, on the evening of September 20. Presi- 
dent J. O. Humbert acted as toastmaster and in his 
opening address stated: “Our success in promoting 
amateur baseball has been due largely to the splendid 
co-operation which has existed, not only between the 
players in-our league, but also to the large attend- 
ance of loyal fans, - consisting, mostly of the em- 
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ployers and employes of the respective factories. A 
rain storm did not prevent the big.parade which 
took place to Donges Bay. Tables were arranged in 
accordance with the official standing of the different 
teams for the season of 1919 as follows: Weyenbergs, 
833 per cent; Weinbrenners, 750 per cent; Honor- 
bilts, 667 per cent; Lion Brands, 667 per cent; Mil- 
waukee Shoes, 250 per cent; “Foot Fitters,” 250 
per cent, and Nunn-Bushers, 63 per cent. 

The Weyenberg team was presented with loving 
cups. After the banquet an entertainment was held. 


Making Friends with Shoe Men 


By WERNER S. BYCK 


President of the Newly Formed Georgia Shoe Retailers’ 
Association, at the September 23 Convention 





Through organization you will convert former 
enemies into firm friends. 

In many instances where shoe dealers pass each 
other without recognition, they now clasp hands in 
close fellowship. 

Organization will put 
joy into the business of 
shoe selling—you will learn 
to mix business with play 
and that the wolf will 
come no nearer than 
when you worked 16 hours 
a day and 365 days in the 
year—you will become 
real bright boys—you will 
convert your business from 
a labor to hours of pleas- 
ure, instead of hours of 
drudgery. When you fit a 
pair of women’s shoes now, 
you enhance the beauty of 
God’s supreme handwork 
—‘Woman.” You will 
change your journey from 
that of the treadmill lead- 
ing nowhere to one along the road of success, and 
you will change.the scenery along the way from that 
of drudgery of hard work to the shrubbery of 
easy picking. 


Strong Rudder Is Needed to Sail Commercial 
Seas 


We are sailing the most troublesome commercial 
seas of our world’s history; great motive power is 
required to plow our way through and a strong rudder 
is essential to hold our course. Such power and rudder 
are available only through a powerful and compact 
shoe organization. 

Pettifogging politicians are making every possible 
play to please the populace; in many cases these plays 
are only subterfuge to cloak personal chicanery. Dur- 
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What Bolshevism Offers 





Nationalized Children Doing Shoe Cobbling in Petrograd— 
Did You Ever See Such Dejection—Not a Smile in the 
Room—Drudgery Reduced to the Juvenile 
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ing the war period and at this time some are viciously 
attacking the shoe business, this probably to divert 
public attention from the actual profiteering of big 
interests which hold forth to them a promise of per- 
sonal profit. 

The conditions which confront us as a craft are 
those of actual war—war on our future welfare. 
These political pettifoggers are actual enemies not only 
to us but to our posterity. 

Organizations of this kind throughout the Union 
are our only safeguard. 





Salesman Calls Customer Meeting 


Starts the Season with a Real “Price and 
Profit’? Discussion 


Get-together of merchants is particularly advisable 
at the beginning of a season and especially when the 
season gives prominence to begin turbulent. 

J. M. Smashey of Philadelphia last week gathered 
some fifty merchants 
together in Philadel- 
phia to emphasize that 
“service is the founda- 
tion of approval of the 
public and never so 
much so as when retail 
prices are high.” Mr. 
Smashey opened the 
meeting with a plea for 
organization work and 
presented A. H. Geuting, 
president of the Na- 
tional Shoe Retailers’ 
Association. President 
Geuting made an ex- 
cellent survey of the 
National’s work and of 
the convention to be held 
in Boston in 1920. 

The big speaker of the 
evening was Paul Jones of the Commonwealth 
Shoe & Leather Company, who discoursed on 
prices and gave examples from his own ex- 
perience as well as from the “Primer of Prices,” 
which was the text book of the evening before every 
merchant. 

Dave Strumpf, president of the Philadelphia Shoe. 
Retailers, told of the progress of the Philadelphia 
organization and of its coming magnitude. 

Merchants were present from New Jersey, Dela- 
ware and Pennsylvania. Mr. Smashey is representa- 
tive for the Commonwealth Shoe & Leather Company 
with offices at Philadelphia, and his innovation of 
starting the season with a general meeting of friends 
and customers is one that might well be developed 
by other shoe travelers. 
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A Popular Shee Merchant 


Shown in Conversation with His Old-Time 
Shoemaker 


Roy C. Kanouse is a retail shoe merchant of 


Greensburg, Ind., where he has been located for the 
past fifteen years. The illustration, made from a 


recent photograph, shows Mr. Kanouse in conversa- 
tion with Mike McCormick concerning a pair of 
Stacy-Adams Company’s shoes which has just been 
received. Mike has been associated with Mr. Kan- 
ouse as repair man ever since the business started and 
is a typical old-time expert in his line. Mr. Kanouse 


“Roy” and ‘“Mike’’ Giving the New Shoes the Once Over 


is well known to many of the shoe travelers and is 
exceptionally popular with them by reason of his 
always pleasant smile and cordial greeting. 





New Shoe Store 
Opened by Cobbs’ Bootery, Spencer, Iowa 


A. O. Cobbs of Cobbs’ Bootery, Spencer, Iowa, has 
opened a new Walk-Over shoe store, the third in a 
chain of successful shops which this firm owns. 


The members of the company are A. O. Cobbs, 
A. J. Knudson and L. V. Cobbs. They are the owners 
of Cobbs’ Bootery on South Main Street, as well as 
the Cobbs shoe store at Rolfe. Mr. L. V. Cobbs, who 
recently became a partner in the business, following 
his return from France, is in personal charge of the 
new Walk-Over store. 

Mahogany fixtures of the very latest pattern, with 
leather upholstered opera chairs and window fixtures 
and shelving to match, have been installed. A-com- 
plete stock of men’s and women’s shoes is sold. 
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The High Cost of Walking 
Underproduction Is the Real Root of the Evil 


It is underproduction, and not.profiteering, that is 
the real root of the evil that afflicts the shoe industry. 
A tanner is 1,000,000 skins behind his orders. 

Production in one shoe shop has fallen off 1,000 
pairs. Another shoe manufacturer finds that his 
production has decreased $10,000 and his payroll 
increased $2,500 each week, because of the five-days- 
a-week program which his employes have forced upon 
him. Last makers are six weeks behind their orders, 
because they cannot get production in their factories. 
While production has fallen off, wages have increased, 
and overhead has jumped like the cow going over the 
moon. In one tannery wages have tripled, and in 
some instances have even quadrupled. The $100-a- 
week shoemaker is here. Investigators could find a 
million and one stories of increase in wages and de- 
creases in production in all lines of industry. 





Office Opened 


William J. Murphy in Charge of Toesans New 
York Office 


William S. Smith, who is exclusive distributor for 
the Batterman Rubber Company in New York and 
Chicago, opened his New York office at 132 West 
Broadway on September 15, last, in charge of Wil- 
liam J. Murphy. 

Mr. Murphy has been connected: with Mandel 
Brothers of Chicago for the past seven years, but 
was previously a resident of New York and is very 
well acquainted with the New York trade. 

This news comes to us from John J. Batterman, 
sales director of the Plymouth Rubber Company. 





Enters Retail Shoe Business 
F, A. Creighton Opens Store at Maynard, Mass. 


Fred A. Creighton has just opened a retail shoe 
store at Maynard, Mass., carrying a general line of 
shoes. Mr. Creighton has been buyer for the firm of 
P. H. Opie Company, Westerly, R. I., for two years 
and previous to that was with John Ward Shoe Com- 
pany of New York City. For seven years Mr. 
Creighton was employed by the Regal Shoe Company 
of San Francisco, and with this long experience de- 
cided to open a store for himself. 





A Business Change- 


Cort & Berkman Purchase the Joe Oppenheimer 
Store, Cleveland 


Cort & Berkman purchased from Joe Oppenheimer 
the store located at 2306 East 55th Street, Cleveland, 
Ohio. 
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OF DIVERSITY IN 


FOOTWEAR 


A SEASON 


in vogue—good 
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With every type of gowns 


true of footwear 


is 


style is a matter of good taste—the same 
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SWEET SALLY LUNN 
THE WHITEST WHITE SHOES IN THE WORLD 


THE WHITE HOUSE 


SPRING 1920 


Have You Seen Them ? 


No. 529—Colonial Pump, Eve No. 550-2— White Nubuck Oxford, 
Cloth, 13-8 Ivory Baby Louis Heel, AA Grade, 13-8 Ivory Military Heel 
$4.85 $7.00 


No. 560—Sport Oxford, White Nu- 
buck, AA Grade, 12-8 Ivory Mili- 
tary Heel, Brogue Heel Foxing and 
Wing Tip, Brown Kiddie Calf, AA 
i Ae eee eee oS $7.25 


__ A Postal Card to Us 
Will Bring Our Salesman to You 


No. 546—Eve Cloth Oxford, 13-8 . 


No. 527—Sassy Sally Pump, Eve 
Ivory Military Heel........ $4.50 


Cloth, 13-8 Ivory Cuban Heel.$5.00 
Prices Subject to Change Without Notice 


THEY FIT—THEY WEAR—WE DELIVER 


LUNN & SWEET SHOE CO. 
AUBURN, MAINE 
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SWEET SALLY LUNN 
THE WHITEST WHITE SHOES IN THE WORLD 


LUNN & SWEET 


SPRING 1920 


The Whitest White Shoes 
For Every Occasion 


No. 332-3—J azz Pump, White Cab. No. 781—Eve Cloth Oxford, 18-8 
AA Grade, 18-8 Wood Louis Heel, Ivory Louis Heel........... $4.50 
$7.25 


=: 


No. 305—Aeroplane Pump, Eve 
Cloth, Patent Leather, Wing Trim- 
ming, AA Grade, 18-8 Wood Louis 
|g. Sen Sele gL dd $5.75 


We Have Them 
If You Buy Them, So Will You 


No. 725—Strip Pump, Eve Cloth, No. 728-2—Colonial Pump, White 
17-8 Ivory Louis Heel...... $4.85 Cab. AA Grade 18-8 Wood Louis 
ON id id oS 5s 5 la irae old $7.25 


Prices Subject to Change Without Notice 


THEY FIT—THEY WEAR—WE DELIVER 


LUNN & SWEET SHOE CO. 
AUBURN, MAINE 
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T: 
Home Si uch Cote In 
PRACTIPEDICS 


Of the 


AMERICAN SCHOOL OF PRACTIPEDICS 
FREE OF CHARGE 


This Correspondence Course in the Science of Practipedics (the regular cost of 
which is $12.00) embraces a complete knowledge of the anatomy and mechanics 
of the human foot, its possible defects and their scientific.correction. It also 


embraces scientific shoe fitting. 
To all those who wish to become Practipedists and to receive their diplomas in 


time to act as demonstrators in their stores during 


Dr Scholl's National 
DEMONSTRATION WEEK 


‘November /7” to 2222 


we are enabled, by special arrangement with the American School of Practipedics, to give 
this complete Course without any charge whatever. 
This Course has been taken by thousands of shoe merchants and their employes 
who wished to perfect themselves in their knowledge of ailments of the feet, 
and we have never heard of a single student who was not delighted with and 
benefitted by the Course. The ability to correct foot discomforts is a great 
asset to any shoe man. 
Now is the Time to Start 

By getting your application in right away, you will have ample Free 
time to easily complete your studies in odd moments, and will Course 
obtain your diploma as a Graduate Practipedist—a real pro- Coupon 
fessional man or woman—without even noticing the effort. 
Besides, it is an intensely interesting and easily grasped THE SCHOLL 
study. , MFG. CO., 

You’ll Want to Demonstrate ) ~ed Schiller St., 

: cago. 
When the BIG WEEK comes around, you will ein 
o- 6 entiemen :— 

at - it if Bas mo Ae ahah ig ared your é I wish to take advantage of 
sell to conduc on im your your offer to prepare me to con- 


store. So, take advantage of the op- duct a demonstration in my store 
during Dr. Scholl’s Demonstration 


portunity held out to you while 
you can. Send the coupon Week and will thank you to hand my 
application to the 


to us. 
American School of Practipedics 
for their Home Study] Course. It is understood 


THE SCHOLL MFG. CO. that this is to cost me nothing. 
21/3 W Schiller Street, CHICAGO 


NEW YORK -TORONTO 
LONDON: Bs 
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Shoe Lining 
KALL ”M. AN 


I‘ DE LUXE Lining we have produced a really 
distinctive fabric, as the illustration shows. 


“DE LUXE” is made and sold for use in high-grade 
shoes only. It imparts character to the inside of the 
shoe, which makes a corresponding impression upon 
customers who want the best. 














In Use By These 
and Many Other 
Makers of Fine 


Footwear: 


Johnston and Murphy 
Laird Schober and Co. 


Thomas Cort, Inc. 


Martin and Martin 
Hurley Shoe?Co. 
Upham Bros. Shoe Co. 
Burt & Packard 


Fred F. Field Co. 


Harney, Tracy, Crehan 
Company 





Your manufacturer of high-grade shoes will be glad 
‘to use “DE LUXE” Lining if you ask him to. 


“Know It By the Weave’’ 


We shall be glad to send you sample clippings—both white 
and natural (ecru)—that_you may properly appreciate why 


“DE LUXE Costs More But Performs Better.” 


Julius Kallman Company 
61-63 South Street, Boston, Massachusetts 
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ESSENTIALS 


For Your Fall Business in Shoe Dressings are 
the three items listed. They will in themselves 
take care of the greatest part of your demand. 


Like all Griffin products, they are “Leather 
Insurance” and they will give satisfaction. 








————_ IN 
| GRIFFIN 
| OREME QUAZ >. | 











GRIFFIN RAPID BLACK DYE GRIFFIN ~ “SUPREME QUALITY” GRIFFIN LOTION CREAM 

i chop-worn Tan Shoes into SELF-POLISHING DRESSING In white, black, light tan, Havana brown, 
Posting Black. or use on New Leather Tage" , dark , brown, light le a 
only. a odor—No Poisonous Oil of For ladies’ and children’s shoes—Softens Cleane, softens ans 
Secall Size, $14.00 gross, $1.20 doz; Large oo sce leather what cold cream is to the skin. 
ae Soe Pe cae ™ — 5 os. Size only, $22.00 gross, $2.00 dos. 3 oz. Size, $20.00 per gross, $1.75 per doz. 


GRIFFIN MFG. CO. 


69 MURRAY ST. ‘ 
NEW YORK, U.S.A. 














=... 
COMPORT SHOE 
In Stock. 











IT’S OUT 


The In-Stock Catalogue of Ye 
Olde Tyme Comfort Shoes is 
the authoritative book of the 
season. In it are shown the 
shoes which year in, year out, 
in all the years mean better 
shoes for less money. The in- 
stock service behind it is known 
from coast to coast as the guar- 
antee of sure deliveries. The 
shoes you want when you want 
them. We announce the Fall 
and Winter In-Stock Catalogue 
of Ye Olde Tyme Comfort 
Shoes. 


FOR YOUR TOES’ WOES © 
Prices Subject to Change Without Notice 
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Today’s conditions offer to 
some merchants a dilemma: 
to others a clear road to 
success. .Why? 


A few observations on the woman’s method 
of buying today show how some merchants 
are actually able to cut down their selling 
costs and still get more business. 




















If you consider what the American woman is up against when she is shopping for 
countless different things these days, you do not wonder that she has adopted a 
certain method of buying, a method that protects her and helps her to choose 
wisely. 







She has not curbed her spending; she has found a way to direct it. And it is this 
carefully directed outlay of her dollars (billions in the total) that makes or breaks 
every merchant’s business. 


The day of standardized merchandise 


Women today are buying known, standard merchandise as never before. 












Her assurance of value lies in a known name. And such assurance has double 
weight in these days when it costs twice as much to take chances. That merchant 
disregards human nature entirely who contends that a woman will pay $15.00 
or $12.00 or $8.00 for a pair of shoes with an unfamiliar name as quickly as she will 
for a pair with a name that she knows. 









It follows, naturally, that, that shoe will sell easiest and fastest which is held in 
highest regard, is best known. 






So the very conditions of the day tend to make the Red Cross Shoe more than ever 
“the most salable shoe in America.” 





Millions of women have read of it in their favorite magazines—are reading more 
about it every day. And the well-told story of this different shoe appeals to them. 
It isn’t simply a stylish shoe or a comfortable shoe: Millions of women know it is 
the one shoe that combines these two features that every woman wants! And these 
years of acquaintance with the name Red Cross Shoe have given even to those who 
have never worn it a wholesome regard for its quality. 











é~ 


Oct. 11,- 1919 _BOOT AND SHOE RECORDER 


The right size Red Cross Shoe, even when brand new, is wonderfully comfortable 
on the customer’s foot. No verbal argument can close a sale as quickly as that one 
discovery on her part. And individual sales shortened by minutes mean weekly 
selling expense lowered by dollars. 


Yet this saving of clerks’ time is just one of the minor ways that the Red Cross 
Shoe cuts the cost of doing business in hundreds of shoe stores. 


How it makes easy a concentration of buying and the elimination of duplicate 
styles, cuts down the investment and amply provides for the business; how it 
builds up a constantly increasing trade; how it has made many of the most re- 
markable retail shoes tore successes in this country in towns and cities of every 
size—these are things that we’d like to tell you, too. But here there is just room 
for these two points: 











Today is the day of standardized, known merchandise. And the Red Cross Shoe 
is the most widely advertised, best known woman’s shoe in America, a recognized 
standard of value in footwear. 


Make this buying preference work for you 


If you are in the predicament of many merchants today you will give these two 
points your most careful consideration. The clear road to success, as scores of shoe 
retailers have proved, is opened by one action that you may decide to make right 
now. 


If you want to know more about the Red Cross Shoe proposition; if you want to 
see the new styles, just tell us on a card. One of our salesmen will call on you 
gladly. And the request will obligate you not one bit. 


The Krohn-Fechheimer Company 
737 Dandridge Street Cincinnati, Ohio 
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First offering to the trade from 
our new McKay factory. 


Gun Metal High Lace — pony 
pattern — both heel and wedge 
heel in childs’ sizes. 





i] slanlaalas elexiec f 


5-8 84%-ll 114-2 
410-wedge $2.50 $3.00 


410H-heel $3.00 $3.50 


LFA NY ET OPS eS 





Try a Dozen 


Hagerstown Shoe and Legging Co. 
Hagerstown, Maryland, U. S. A. 
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EXCEPTIONAL VALUE 


ORDER QUICK 


NEW STYLES 


WITH THE OLD 


INTEGRITY 


You'll find more women this 
Fall waiting to buy Good Shoes 
than there are shoes or the 
leather to make them. Style 

No. 2520 


$9.50 


HERE IS ONE— 
IN STOCK NOW 


9310—Exceptionally Fine 
Quality Mat Kid Vamp,Beaver 
Colored Kid Top, 9-in. Height, 
15-8 Military Heel. 
Ato C 2% to 7 
SPECIALLY PRICED AT 


$9% 


9312—Same as above 
with high Leather Heel. 


L. B. SCHINDLER SHOE CO. 
99 Duane Street, NEW YORK, N. Y. 


No. 2520—Extra fine Brown Kid 9 inch Lace 
Boot, blind eyelets, plain toe, 19-8 full breasted 
covered Louis heel, aluminum plate, made Over 
new long last, AAA to C, 2% to8 $9.50 
No. 1610—Same in Black Kid 


Novelty Shoes In Stock First 


Taher Saiker Shoe Co 


» eee Washington Avenue St. Louis, Mo. (4 
SS 
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DE LUXE 
(Invisible Buckle) 
Patent Pending 





DE LUXE SPATS 
Are Not Misnamed 








They have an elegance peculiarly their own — 
elegance of fit, of design, of material and of 


workmanship. 


They will satisfy your best trade—most par- 
ticular customers. 





In all prevailing heights and colors and exclu- 


sive DE LUXE styles. © 


Enormous demand necessitates placing orders 
at once. Capacity assures prompt delivery. 


AMERICAN GAITER CO., Inc. 


MAKING THE WORLD’S BEST FITTING 
AND HIGHEST GRADE SPATS 


2 A — — A <A $e FR me — > eee Fk 














Factory: : New York Office 
129-133 Grand Avenue Marbridge Building 
Brooklyn, N. Y. 








me 








DE LUXE 
(Invisible Buckle) 
Patent Pending 
CRURRCERAARDRRaRREAeeeReREEe 
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HA HE n y tone oes Service Branch, o prep Re Prete Ist at 20 No — 
HI _ rd Street, is the newe eat fi akin thé Converse Chain of National Ser 
retail shoe me ache nts. 


at e fittin selves to render quicker hg ese! dealer es ration all 
r the Un ited States by até: adily addin ng to ¢ Servitn Branches 


“Big Nin sales this yea J 96 > wich cof las Next yea piles dinctend bx 
ér Natio alAges rtis ine, wills et a new record. Send for ps nformation. 


Converse nailed Shoe Co., 


Factory: Malden, Mass. 
Service Branches. 





| Chicago—618-626 W. Jackson Blvd. New York—142 Duane St. {jj 


Philadelphia—20 N. Third-St. 











Oct. 11,-1919 







Titi eee Laat PEE eT 





JUMDUMRDEOLDLAAERAEDRD AMAR RR asa gibi 





















R. A. Chenoweth, head of the house 
of R. A. Chenoweth & Co., 147 Lincoln 
Street, Boston, like young Lochin- 
var, “has come out of the West.” Mr. 
Chenoweth is an Illinois man. At the 
age of nineteen he started as a retail 
salesman in a St. Louis shoe store. 
After two years of merchandising ex- 
perience, he went out on the road for 
the George F. Daniels Company of 
Boston, for whom he traveled nine 
years, having in mind a fixed purpose, 
which was a square deal with his house 
and the retail shoe merchants of the 
country. 

Mr. Chenoweth covered the biggest 
trade through the Middle West and the 
South. He consequently built up a 
large following, so that at the present 
time many of his old friends write or 
call at the Boston office when they wish 
to place orders for shoes. 




























Business Started January, 19 


R. A. Chenoweth & Co. commenced 
business at 137 Lincoln Street, January 
1, 1919, recently moving to 147 Lincoln 
Street. R.A. Chenoweth had been in 
Boston from January, 1916, acting as 
general agent for shoe manufacturers 
selling goods to the wholesale trade. 
The formation of R. A. Chenoweth & 
Co. was the culmination of the goal 
that R. A. Chenoweth had been working 
for since the early days when he started 
selling shoes in the retail establishment 
at St. Louis. 

He had idealized this particular 
proposition for six years before he came 
East. 

Arthur F. Hickey, one of the mem- 
bers of this firm, was Mr. Chenoweth’s 
“‘pal” out West. Mr. Hickey entered 
the service during the-war and acted as 
rifle expert of the heavy artillery in the 
Ordnance Department at New Haven. 

~ G. A. Chenoweth is.a brother of R. A.,. 
























Traveling 
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A Square Deal Through Service 


R. A. Chenoweth,:Former Shoe Traveler, Now Head of 
R. A. Chenoweth & Co., Boston ! 


and is also a member of the firm of 
R. A. Chenoweth & Co. 


A Business Approximating $2,000,- 
000 Yearly 

The business which will easily ap- 

proximate $2,000,000 yearly takes about 

$15,000 a year to handle. The firm 
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(Photo by Bachrach) 
R. A. CHENOWETH 


represents ten factories, selling goods to 
the wholesale trade. The idea is this, by 
doing a tremendous volume of business 
the firm can operate for the factory at a 
less expense and more advantageously 
than if there were an individual sales- 


man out, because R. A. Chenoweth & 


Co. can dispose of merchandise at. a very 
nominal commission through the large 
volume of business handled. 


KOS 
Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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The letterhead of the firm reads: 
‘“*Manufacturers’ Agents for Export.” 
Besides covering practically every city 
in the United States above 100,000 in 
population, they have many overseas 
customers. 


Salesmen Should Understand Fac- 
‘ tory Costs 


R. A. Chenoweth has very decided 
ideas in regard to successful salesman- 
ship. ‘“‘Every shoe salesman,” said Mr. 
Chenoweth, “should know his line 
thoroughly before he starts to sell same. 
Many shoe factories make a big mis- 
take because they do not take their 
salesmen into their confidence and 
allow them to know the cost of produc- 
tion. I would not have a man selling 
shoes for me if he did not know how to 
figure the price of the shoe from the 
start to the finish. He would have to 
know the way that the shoe was con- 
structed, and have a knowledge of the 
factory costs. In order that a salesman 
may be successful, he should be pre- 
pared to give information to shoe buy- 
ers, instantaneously. He should keep 
in daily touch with the leather market, 
labor conditions and current events, 
whether or not there is going to be a 
strike in some particular city, whether 
there is going to be a big wheat crop, 
what sections have been visited by some 
calamity or prosperity; in other words, 
he should know what is going on at all 
times. 

“‘When a salesman sends an order to a 
factory, he should not immediately let 
the matter drop from his mind. Once 
having taken the order, the responsi- 
bility is his until the shoes are safely 
delivered and merchandised. There is 
not an order which we receive which 


~ does not have attention, every single 


day in the week, and every week in the 
year if necessary. Some one of us visits 
the different factories where the ‘shoes 
are being made and supervises the order 
until the shoes are turned out 4 perfect 
finished product. We absolutely give a 
square deal in service. I have always 
made it my policy never to take ad- 
vantage of any opportunity. whereby 
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Cushion Shoes 
IN-STOCK 














Style No. 0375G Price $8.75 
Woman’s Black Glazed Kid, Welt 
Boot, Genessee Last, Three-quarter 
Fox, Lace, Kid Tip, Cushion Sole, 
1-inch Sensible Heel. 

A, 4 to 8; B, 3% to 8; C, 3 to 8; 
D, 3 to 8; E, 3 to 8. 

Also made in Turn. 


As a result of an advertising campaign that is now being 
conducted in the Women’s leading Magazines, inquiries 
are coming to us from all sections of the country for foot- 


wear of this character. 


Have the “Dr. Edison Cushion Shoe” in stock and derive 
the benefit of this advertising. 


UTZ & DUNN CO. 


ROCHESTER . 


BRANCH OFFICES 


New York City 
Bush Terminal Sales Bidg. 
130 West 42d St 
S. A. MCOMBER 


Denver 
218 Charles Bidg. 
TIGER & McNUTT 
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Style No. 0257K Price $8.75 
Woman’s Black Glazed Kid, Turn 
Boot Parade Last, Three-quarter 
Fox, Button, Kid Tip, Cushion 
Sole, 1%-inch Military Heel. 

B, 3% to 8; C, 3 to 8; D, 3 to 8; 
E, 3 to 8. 

Also made in Welt. 


NEW YORK 


Los Angeles 
718 Story Bidg. 
Cc. C. McATEE 
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we could get a little more for our com- 
mission from the manufacturers. 


Insist on Fair Treatment of Cas 
tomers 


“‘We absolutely insist that our cus- 
tomers are treated right. We also see 
that the factory gets a square deal. The 
result is that every manufacturer with 
whom we are connected is making 
money and every one of our customers 
is satisfied. The prices must also meet 


with my approval. If they do not, we 


will not buy them. The factories know 
and our trade know that we understand 
figuring costs. We have the absolute 
confidence of both our manufacturers 
and our trade. They know that we will 
not get any more for a shoe unless the 
shoe shows up a legitimate profit. Ifthe 
shoe does not show a legitimate profit 
it is put back at the right prices. All of 
our customers are acceptable accounts; 
almost all pay within ten days. We 
have never had a failure.” 


Country Prosperity Is Assured 


Mr. Chenoweth was asked to relate 
his observations on present day condi- 
tions. 

‘**When I go through different sections 
of the United States (and I cover all of 
the big trade of the country) and see 
things growing in abundance every- 
where (I refer to the wheat, corn, fruit 
and farm products) I feel that with the 
demand which is being made and must 
absolutely continue to be made for 
some years to come on these products, 
our prosperity is positively assured. 
Although many foreigners have re- 
turned to Europe, no doubt anxious 
to see in what condition their old homes 
have been placed by the war, these same 
foreigners will be anxious to come back 
to us when they realize that the priées 
of commodities are lower in the United 
States than anywhere else in the world. 
We are facing an era of untold pros- 
perity.” 


No Possibility of Lower Prices 


“In regard to prices,” said Mr. Cheno- 
weth, “‘there is absolutely no possibility 
of shoes of amy description being 
cheaper before the Fall and Winter of 
1920. One fact must be remembered in 
regard to prices, that is: The attitude of 
the public. People are getting to the 
point (because they are making more 
money than they have ever made be- 
fore in their lives) where they never stop 
to consider the purposes for which various 
shoes are made. They seem to -be 
just as willing to buy a hand-turn party 
slipper to wear to work as to buy a 
walking shoe. If women, in particular, 
would wear a shoe as it is intended to be 











worn, a shoe that is adaptable for street 
and walking purposes where such a 
shoe is required, and a dress shoe for 
strictly dress purposes, the high prices 
of shoes would not be so much in evi- 
dence. The extravagance of the con- 
sumer in buying is practically forcing 
everybody to use high-priced shoe spe- 
cialties made from the very highest 


‘priced stocks.” 
When Mr. Chenoweth came to Bos- _ 


ton he had practically no capital, but 
he was rich in his knowledge of shoe 
salesmanship. He understood the req- 
uisites for a successful salesman, in- 
spired others with his knowledge and 
confidence, aimed high for glory and has 
attained the goal for which he worked. 


FROM NORTH DAKOTA 


C. <A. Holley Makes Business 
Survey 


C. A. Holley is the aggressive repre- 
sentative of the Central Shoe Company 
of St. Louis for the State of North 
Dakota. Mr. Holley writes us: 

“The crop conditions in North 
Dakota are fair in the valley, very poor 
outside of that this year. Business on 
the whole is coming along well. The 
merchants realize that now is the time 
to buy, for there is every indication that 
prices will be higher rather than lower. 








C. A. HOLLEY 


However, the merchants want good 
shoes, good quality for their money. 

“I am always glad to have the ‘Re- 
corder’ in shoe stores in my territory 
because it is a great help in keeping 
a merchant live and wideawake, which 
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means that the ‘Recorder’ is a great 
instrument in helping to make better 
merchants in this section of the country.” 


SELLING ‘‘REDS’’ 


Robert H. Lavender Covers the 
East 


Robert H. Lavender travels New 
England and New York City for the 





ROBERT H. LAVENDER 


Wise, Shaw & Feder Company, Cincin- 
nati, Ohio. 

Mr. Lavender writes that he finds 
the buyers are all anxious to place their 
orders for Spring and Summer early. 
He states that business has been 
exceptionally good. 

“The Eastern buyers,” said Mr. 
Lavender, ‘‘are very much pleased with 
shoes being made in Cincinnati and I 
find no trouble in selling this wonderful 
line; in fact, the buyers seem to be 
waiting for the salesman who can deliver 
promptly. Everyone speaks well of the 
wonderful ‘Reds’ and ‘it makes me feel 
proud to say that I am a Cincinnatian.” 


ALLISON IS ‘*THERE”’ 


One of the Wheel Horses for Menzies 
Shoe Company 


E. H. Allison, Kansas State repre- 
sentative for the Menzies Shoe Com- 
pany, is making an excellent record this 
trip which has placed his name high 
up in sales rank and which promises a 
large season’s total. 

Mr. Allison was born in Arkansas. 
After completing his education he 
taught school, later taking up mer- 
chandising and finally road work, show- 
ing a decided liking for the shoe business 
over all other lines and traveling his 
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Two Powerful Arguments. 
for Profit and Service 


FIRST: ten NATURE TREAD PAD can be fitted in 
any shoe or pump by any salesman in less than 
The Nature Tread Pad one minute, thus conserving the salesman’s time. 


Provides _ | THE NATURE TREAD allows 100 per cent 


Greater PROFITS BECAUSE . profit. 


SECOND: THE NATURE. TREAD PAD requires a small 
investment to carry all sizes, there being but 


The Nat ure Tread Pad seven sizes and three widths in each size. 


Promotes taal 
THE NATURE TREAD PAD will relieve or 
GREATER GENERAL muni 


SATISFACTION THE NATURE. TREAD PAD WEIGHS LESS 
THAN A-HALF-OUNCE. 


THE NATURE TREAD PAD can be worn in 
any shoe, oxford or P UMP, without adjustment 
and with absolute comfort. 


THE NATURE TREAD PAD fits PER- 
BEC AUSE FECTLY and therefore adds beauty és footwear. 
No trace of bulging. 


THE NATURE TREAD PAD requires no ad- 
justments at any time. The dealer is never 
annoyed from this source. 


THE NATURE TREAD PAD fits, satisfies and 
is recommended by SURGEONS who know the . 


| methods of exercising feet. 
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THE NATURE TREAD PAD can be correctly fitted by any shoe sales- 
man in ONE MINUTE and may be worn with perfect ease and comfort 
in the SMARTEST pumps, oxfords or high shoes. 

‘ . 


FREE OFFER 


A pair of NATURE TREAD PADS will be sent to any established shoe 
dealer or shoe department in the U. S. on a FOURTEEN DAY FREE 
TRIAL and may be returned at the end of that time without charge if 


desired. State size and width of shoes 
THE NATURE TREAD PAD IS MADE IN THE FOLLOWING 


SIZES: WOMEN’S: 3-4, 5-6, 7-8—In narrow, medium and wide widths. 
MEN'S: 6-7, 8-9, 10-11, 12-13—In narrow, medium and wide widths. 


Regular prices to shoe trade—$15.00 Dozen Pairs. Retail $2.50 
Please Give Name of Jobber in Placing Orders 
MANUFACTURED BY 


The Nature Tread Manufacturing Co. 


Seven North La Salle Street 
CHICAGO, ILLINOIS 


THE NATURE TREAD PAD is built 
of the heel, 
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uwn state, which he considers excellent 
territory with a big future. 

Mr. Allison’s enthusiasm, genial per- 
sonality and high character have made 
for him many friends throughout the 
state. His hobbies are good horses, 
hunting and. angling for big bass. 

Mr. Allison writes as follows: “‘Condi- 


tions for selling any kind of first class - 


merchandise down here in Arkansas 
were never better in the-twenty years 
that I have been traveling the state. 
My season is about half over, but my 
volume is already about equal to the 
best season I ever had before. I am 
only worrying about just how large 
I can make it. Since taking over the 


main features of the Nunn & Bush 
work shoes, the. Menzies line appeals 
very strongly to the very best merchants 




















E. H. ALLISON 


in the state, and for this reason we are 
playing right in the Middle Ring of the 
Big Show down here this season.” 


CINCINNATI SALESMEN 


Regarding Jake Eppstein and G. W. 
Young 


Jake Eppstein, sales and advertising 
manager of Helmers, Bettman Com- 
pany, has had his line on display at the 
Sinton Hotel, Cincinnati, during the 
past week. Mr. Eppstein reports splen- 
did business. 

G. W. Young, a returned soldier, is 
eovering Oklahoma, Missouri, and Kan- 
sas for the Helmers, Bettman Company 
this season. Mr. Young has been in his 
territorya short time. 





A STRONG ENDORSEMENT 


L. E. Daniel Is 
nessee 


Covering Ten- 


L. E. Daniel represents the Nunn, 
Bush & Weldon Shoe Company, Mil- 
waukeee, in Tennessee. Mr. Daniel is 
a star salesman. His valuable work for 
the Nunn, Bush & Weldon Shoe 
Company is emphasized in a letter 
from Ralph D. Hammond, sales man- 
ager, who writes as follows: ‘‘We are 
glad to learn that Mr. Daniel has written 
you a very enthusiastic letter regarding 
his house and his line. We consider 
him one of the foremost shoe salesmen 
in the United States, a man of great 
sales power and ability, of unusual per- 
sonality and an extremely hard worker. 
At the close of September 20, after eight 
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L. E. DANTEL 





weeks’ work the earlier part of this 
season, Mr. Daniel sold $200,000, which 
gives one an indication of what his 
total volume will be at the close of th 
season.” , 
Mr. Daniel is a close observer on con- 
ditions arising from today’s high prices of 
leather and shoes. He says ghat he 
finds the averagé merchant, as well as 
the wearer of shoes, well informed on 
prices of hides and most optimistic. 
“Shoe mefchants,” said Mr. Daniel, 
“seem to have settled down and have 
made up their minds that the manu- 
facturer is not profiteering and that the 
high prices cannot. be helped. I find, 
however, that the wearer will expect 
more service. from his Spring shoes on 
account .6f the advanced price that he 
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will have to pay for them and. will de- 
mand a better shoe, not objecting to 
paying the price for same, so'I believe 
that it behooves all manufacturers to 
make them as good as‘can possibly be 
done. Merchants are buying freely and 
conditions in ‘Tennessee were never 
better.” 


"IN MIDDLE WEST 


“Merchants Want Shoes on Time,” 
Says Walter Viets 


Walter Viets, with the Central Shoe 
Company, St. Louis, Missouri, is travel- 
ing Northern Chicago and Racine, 
Wisconsin. 

Mr. Viets writes that he finds business 
very good for the first season, that 
merchants know shoes will go higher 
and that deliveries are slow on late 

















WALTER VIETS 


orders, so are buying early. Mr. Viets 
looks forward to a very short season 
for all salesmen. 

“Merchants will be more interested 
in getting shoes on time this Spring 
than in prices,’ said Mr. Viets, ‘as 
some have had experiences along that 
line this year. 

“The Central Shoe Company oper- 
ates eleven large specialty shoe factories 
and carries a big stock of shoes on the 
floor at all times. The company 
shipped 90 per cent of their rush orders 
complete last year, and expect to do as 
well or better this year, We have 
established a sample room and office 
here, with three salesmen for the city. 
John Thorsen has the factory line and 
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THE AMERICAN HIDE & LEATHER COMPANY manufactures 
twenty-six kinds of Chrome Calf and Veal Upper Leather; eighteen kinds of 
Chrome Side Upper: nine kinds of Combination and Bark Tanned Side 
Upper: six finishes of Splits; Bag, Case, Fancy, Collar Leather and Welting. 
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SOME AMERICAN HIDE & LEATHER COMPANY’S TRADE- 
MARK LEATHERS —Calf:—Tan Royal, Royal Kid, Box, 102 Box, 
Ooze, Willow, Titan, Cadet, Empire. Side Upper:— Bronko Patent, Mil- 
waukee Patent, Boris, Kerwin, Waterproof, Sheboygan Calf, Peary Storm. 
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Just five minutes 
of your time! 


F THE average shoe merchant 
| would talk for five minutes with 
his average customer on the sub- 
ject of shoe trees, a tremendous 
amount of service would be rendered 
—and a better closer understanding 
established. 


When you suggest—when making 
the shoe sale—that a pair of Miller 
Shoe Trees will keep the shoes in 
shape, lengthen their life of useful- 
ness and preserve their appearance, 
you appeal strictly to the common- 
sense of your customer. 





The after-service rendered by Miller 
Trees means a satisfied customer— 
one who will naturally remember 
your helpful interest—and who will 
come to you again and again. 


So tell the story of Miller Trees— 
demonstrate them—it will result in 
added buyers of better shoes. 


WOMEN’S VENTILATED PACK-FLAT No. 298X 


Catalog and complete information for the asking. 


SHOE TREE DIVISION 


O. A. MILLER TREEING MACHINE CO. 
BROCKTON, MASS. | 
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Martin Spencer and I the general 
line.” 


A REPORT FROM CHICAGO 


G. A. Strom Has Covered Section 
for Fifteen Yéars 


G. A. Strom has been covering most 
of the Chicago territory for the past 
fifteen years. 

Mr. Strom reports that the outlook 
for the shoe business in his territory 
is very favorable. He is very en- 
thusiastic over his line and says that 
from the way the retail trade is buying, 
he cannot see anything but a big busi- 
ness ahead. 

The oxford, particularly in white, and 
the white pump business for Spring 
has been very heavy and immediate 
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G. A. STROM 


business for boots is very satisfactory,” 
writes Mr. Strom. 

“The jobber who can deliver mer- 
chandise in the next six months will 
get the business. I cannot see any- 
thing but a rosy future. ”’ 


IN MICHIGAN 


H. C. Clement Selling Menzies 
Line 

H. C. Clement covers the entire state 
of Michigan not including Detroit and 
what is known as the “‘thumb,”’ for the 
Menzies Shoe Company. 

“This is my first season for the 
Menzies Shoe Company,” writes Mr. 
Clement. ‘With the line of shoes they 
have given me to offer my trade, it has 
been possible for me to enjoy a very 
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nice business up to this date, with 
prospects of its being better from now 











H. C. CLEMENT 


on. I have found conditions exception- 
ally good throughout my territory.” 
‘BUSINESS GOOD” 
J. E. Denman Reports From the 
South 
J. E. Denman travels in West 
Virginia, Ohio and Eastern Kentucky 
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J. E. DENMAN 


for Nunn, Bush & Weldon Shoe Com- 
pany. 
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Mr. Denman was born in Jessamine 
County, Kentucky, on May 5, 1873. He 
entered the retail shoe business when 
about seventeen years old in company 
with his brother, W. C. Denman. He 
became affiliated with Nunn, Bush & 
Weldon Shoe Company in January, 
1915. Mr. Denman“tells us that the 
business in West Virginia is good, but 
that merchants are éxperiencing trouble 
in getting merchandise. 


CONDITIONS NEVER BETTER 


R. L. Clement Covers State of 
Michigan 
R. L. Clement covers the State of 
Michigan for Nunn, Bush & Weldon 
Shoe Company. 
Mr. Clement writes, “‘No better ter- 


























ritory lies outdoors. Conditions were 
never better than this season. I am 
selling many shoes for the reasons that 
I have the best line of men’s and boys’ 
fine shoes made and that the people here 
are looking for the best, regardless of 
price. 

“T have a warm spot in my heart for 
the ‘Recorder’ and read it weekly.” 


A Management Change 
In a Detroit Shoe Department 


Clyde Horning, for many years man- 
ager of the children’s department at the 


_E. J. Hickey Company store, has re- 


signed to open a similar department in 
the Canton Company store, Washing- 
ton Boulevard. 

(Continued on page 130) 
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Why don’t you as a Retail Shoe Merchant 
drive a wedge into high shoe prices by 
ordering shoes with “Horn Fibre’’ Coun- 
ters instead of leather counters? 


‘“‘Horn Fibre’’ Counters are superior to 
leather counters and they cost 400% less. 
Use our guarantee—given without reservations that 
“‘Horn Fibre’’ Counters will out-wear the shoes in 
which they are a part. There’s no guarantee with 
leather counters. And you pay four times as much— 
Isn’t this worth considering? 
‘‘Horn Fibre’ Counters never were better than they 
are today. 

First with the idea. 

First in quality. 

First in guaranteed Service 


Rogers Fibre Company | 
Mousam Division 
121 BEACH STREET :: BOSTON, MASS. 


PHILADELPHIA CINCINNATI ST. LOUIS 
WILKINSON & REGER JOHN C. RUPP CO. DENNETT & PRINCE | 

















































FOR MEN 


FOR MEN 









No. 602--In Stock 
i (Unbranded) 


Mahogany Cordovan 


Balmoral 
Widths—A, B, C, D 












A stylish, plain, 
Cordovan Bal 
—and the 
famous old 600 




















Ritz Last 








(Unbranded) 


Balmoral 


Biltmore Last 





STOCK CATALOG 
SENT ON REQUEST 











M. A. PACKARD COMPANY 


BROCKTON, MASS. 
NEW YORK 


60 South Street 








Widths—A, B, C, D 


No. 600--In Stock 


Mahogany Russia Calf 


BOSTON 
127 Duane Street 
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Before Placing Your 
Fabric Footwear Order 


for 1920 


See Keds! 


The Most Complete Fabric Footwear Line 





Keds enable the duchess to meet the wide- 


spread consumer demand. 


have so many interesting new features 
Keds in the 1920 line that every shoe mer- 


chant ought to see them before placing 
his spring order. 


K e d game the logical shoes for the dealer to 


handle because they mean profit and 
satisfied customers. 


Wait For the Keds Salesmen! 


KEDS are stocked and sold by 
the Principal Wholesalers and 
Rubber Stores Everywhere. 


United States Rubber Company @ 
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BOOTS AND SHOES 


Factories Busy and Few Stock 
Goods Being Made 


As the calendar (if not the weather) 
announces the progress towards Winter, 
the call for rubber footwear quickens, 
and jobbers and manufacturers report.a 
marked increase in activity. The state 
of the industry is well gauged by the 
want columns in the urban and country 
newspapers, where the rubber manu- 
facturers are shouting in large type and 
liberal space that they want boot- 
makers and shoemakers, experienced or 
otherwise, and that they will pay nov- 
ices living wages while learning. It is 
safe to say that every rubber factory 
will be busy until snow flies—whenever 
that may be—and from that time until 
New Years, and possibly until St. 
Valentine’s. Day, perhaps till Easter. 
Predictions are rife regarding the com- 
ing ,. Winter, but unfortunately the 
prophets do not agree as to the severity 
or mildness of the months to come. 
However, shoe dealers can make no 
mistake in securing enough rubber foot- 
wear to last through a few storms, at 
least, while those who have ordered 
liberally can feel assured that they will 
be ready for any demand which sudden 
and severe storms will precipitate. 


TENNIS LINES 


Producers Have Orders Booked to 
Capacity 

It may be surprising to some to learn 
that the manufacturers of tennis lines 
have booked enough orders since the 
first of last month, when the tennis 
price lists were sent out, to keep their 
factories working to capacity for sev- 
eral months. It is evident that the 
trade believes that next season is to be 
a record one for these lines, and ‘eading 
dealers, wholesale and retail, have 
shown the courage of their convictions 
by the size of their orders, and the in- 
sistence they show as regards early, de- 
livery. A notable feature is the steady 
, -in- n-out-of m demand for 
-- Pie tir hess: Hiiee- ‘3 ‘gai yout 








“Footwear, 


Market Review of Rubber 
Supplies | and Prices 
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becoming more general, as mechanics 
and indoor workers learn to appreciate 
the lightness and the anti-slip quality 
of tennis shoes. Besides these there is 
always, during the Winter, a good call 
for gymnasium and basket-ball shoes, 
and similar footwear. Meanwhile, the 
shoes intended to take the place of 
leather workshoes are becoming more 
and more popular, because of the 
liberal advertising, the comparative'y 
lower prices (reckoned on service) and 
the experience of those who have tested 
them. 
CRUDE RUBBER 


A Quiet Market, with Prices 
Steady 


The crude rubber market has been 
quiet and uninteresting the past week. 
Prices have held with a rather remark- 
able firmness considering the rather 
heavy stocks on hand and the light 
demand. Transactions were mainly 
between brokers, sales to consumers 
being few and for moderate amounts. 
It may be of interest in this connection 
to-state that this country has imported 
in the last five years more crude rubber 
than in the. previous twenty years. 
Since July 1, 1914, to July 1, 1919, there 
were imported 1,563,000,000 pounds, 
while in the 20 previous years our im- 
ports totalled 1,549,000,000 pounds. 
The average price of rubber during 
1918-1919 was lower than that of any 
year since 1890. This, of course, is due 
to the wonderful increase in the produc- 
tion of plantation rubber in the Far 
East, which now dominates the markets 
of the world in this material. 

We find no occasion to revise prices 
from last week’s figures, either for for- 
ward or spot. The latter are: 


First latex pale crepe........ .5l 
Smoked sheets............. . 50 
Brown ¢repe..%............ 44@.45 
Upriver fine para........... 55 
Islands fine .it.....4....... 48@.48% 
Upriver coarsé............. 33@.33% 
Islands coarse: “peer . 22% 
Caucho ball sdeiper .; sae .33% 
Caueho-balllower.......... - none 
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Centrals and Mexicans..... . 35 @. 36 
Guayule (20 per cent mois- 
Ge) cast ash: cee eerts 25 


Guayule washed and dried. . 


SCRAP RUBBER 


Only Routine Business and But 
Little of That 


- The scrap rubber market still suffers 
from the low prices of crude rubber 
whi h militate against the manufac- 
turers of reclaimed rubber. Producers 
of rubber goods still prefer to use new 
crude gum of the lower grades rather 
than reclaimed, and the reclaimers find 
it difficult to sell half the average quan- 
tity of one, two or ten years ago. Few of 
the reclaiming plants are running to 
anywhere near their full capacity, 
though most of them are producing 
enough to keep their forces from leaving 
for other industries. 

Under these circumstances reclaimers 
are buying only what they need for 
immediate working, and dealers, thus 
deprived of a large percentage of their 
sales, are loth to buy at any but ex- 
tremely low figures. Collectors report 
a scarcity in every section, and are 
looking for a gradual absorption of all 
scrap boots and shoes now in collectors’ 
and dealers’ hands, and are therefore 
hoping for a return to more remunera- 
tive prices in the not-too-far-distant 
future. 

We quote spot prices at which col- 
lectors must sell. What they can pay 
retail shoe merchants must depend on 
size of lots and distance from markets, 
but it must be considerably below these 
quotations. 


Scrap boots and shoes: $7.60 to $7.70 
in Boston; $7.50 to $7.60 in New York; 
$7.40 to $7.55 in Philadelphia, . and 
$7.30 to $7.50 in Chicago. 

Trimmed arctics: $6.20 to $6.35 in 
Boston; $6.00 to $6.10 in New York; 
$5.75 to $6.00 in Philadelphia; $5. 50 to 
$6.00 in Chicago. 

Untrimmed arctics: $5.40 to $5.50 in 
Boston; $5.25 to $5.40 in other mar- 
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TURN PUMPS IN STOCK 


EARLY DELIVERIES 
WIDTHS AAA-C 


m| 087H Black Kid Hadley Pump, 


Gaby, Wood Heel 


UPHAM BROS:SHOE CO. 


Stoughton, , Mass. 





Our 1919 Window Card 


An unusual line of | 
staple Boys’ Shoes 
for the Best trade 


FEDERAL SHOE CO. 


MANUFACTURERS 


LOWELL, MASS. 
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NO. 512 
CHERRY 
CALF 
VARSITY 
BAL 

IN STOCK 


New extreme 
narrow toe 





‘“Dart’’ Last 


$10.0 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 





BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 


Setters 
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Make 
Fine Displays 


Shoe merchants who take pride in their win- 
dows are careful in the selection of their 
fixtures. Your windows will represent more 
selling power and present a beautiful and 
harmonious atmosphere if you display your 
shoes with these fixtures. The Decorators 
Supply Co. is the largest concern of its kind 
in the world. Catalog B is a new book that 
has just been issued, which we are distributing 

‘to shoe merchants. It shows our com- 
plete and varied line. We urge all window 
trimmers to send for a copy. 


The Decorators Supply Co. 


2547 Archer Avenue, CHICAGO 
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THE BEST LEATHER 
FOR WINTER WEA R— 


Wet feet are apt to be dangerous and the Winter 
months demand exceptional qualities in footwear. 


4 ZZ4, MONARCH OF THE OAKS 
Ke SOLE LEATHER 
Oe Will Resist Water Better than 


Any Other Leather 


It will wear longer and is more economical in the long 
run. 
It brings your customers back for more. Put up in 


Sides Backs Bends 
Jumbos Toplifts Strips 





KULLMAN,SALZ & €O. 


Tanners of Real Leather 


82 Fulton St. Well FargoBldg. 220 W. Lake St. 
New York. San Francisco. Chicago 








Brown Shoe Company’s concentrated efforts toward 
producing a better Service Shoe for the workmen of 
America, has resulted in our “Blue Ribbon” quality. 


The ‘‘ Blue Ribbon” streamer attached to each of these 
shoes is a means of identification, its significance being 
to enable the purchaser to buy Service Shoes of known 
quality—shoes in which only the best of materials are 
used for the uppers—solid leather insoles—leather 
counters and selected wearing soles. 
H71 for Men and Boys, illustrated below, is made of soft, glove-feeling 
Chocolate Elk uppers—no skimping the patterns, full vamp and 
soft cap, giving double leather protection for the toe. 
Outside reinforcing backstay; sole leather counter, 
insole and comfort heels. Goodyear Welt con- 


struction, resulting in a smooth insole and 
flexibility. Munson Army last. 





ie INN 


e riff} zt 


IN STOCK 
H71—Men’s E Width, 
Sizes 5-11........... $6.00 
H71—Boys’ E Width, 
Sizes 244-54...... ..$5.00 
H71—Youths’ E 
Width, Sizes 1214-2.. 4.60 
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REG. U.S. PAT. OFF 


Safeguard Your Interest 
by Using 


Rueping’s Quality Upper Leathers 


Made from 


Calf, Kip and Sides 
in Smooth and Boarded Finishes 
- in Black and Colors 


Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


Established 1854 


— BRANCHES — 


Boston incinnati Milwaukee 
New York St. Louis 
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Leather and Satin Filed COLONIAL BUCKLES 


Cut shows’ exact size Samples and prices on application 


D. T. DUDLEY & COMPANY 


No. 66 Washington Street Haverhill, Mass. 





























Two of Our Heavy 
Sellers, with Goodyear 
Wingfoot Rubber Heels 


99/ THE ADAMS SHOE 
* FOR 1920 


Number 4088 
Tan Victory Calf Blu 
Panama Last 


Number 4985 
Tan‘Side English Bal 
Everybody’s 
Last 


Harry 


SUCCESS 


-lA 


TO w. gv. O. KIMBALL 


ERMILL,MASS. 
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News in Shoe Markets 


Manufacturing, and Merchandis Develo 
ments in America’s Shoe — Pr 
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HIGH PROSPERITY 


More Shoes, More Wages, 
Savings 


Prosperity is at high tide in Lynn. 
The output of shoes is the largest in the 
history of the city. Wages are record 
high. A stitcher earned $80, and a heel 
shaver $120 one week recently. Record 
high wages are these, more than double 
the normal wage. Each worker handled 
a tremendous number of shoes, and 
saved on the per pair cost of making the 
shoes. The savings department of one 
Lynn bank shows a half a million in- 
crease in deposits since the first of the 
year. The money was deposited chiefly 
by shoemakers who are saving weekly 
from their wages. The volume of trade 
in Lynn stores is the largest ever known. 


More 


SCOTCH GRAIN OXFORDS 


They Present Scotch Strength and 
Thrift 


Something new in Lynn shoes are 
Scotch grain oxfords. They are to be 
worn with Scotch stockings of wool and 
silk. The combination presents Scotch 
strength and thrift. The leather is 
heavy calf. It has a hand boarded 
Scotch grain. It is as strong as they 
make leather. The last is of the walk- 
ing style and the patterns are of the 
brogue style. It is an out-o’-door shoe 
for brisk and bracing Winter weather. 


STOCK SHOES GRADED UP 


In Women’s Lines, Shoes of the 
Moment 

Stock shoes are re-appearing in Lynn 
shops. They were eliminated during 
the war. Now they are coming back in 
greater variety than ever. They are by 
no means up to maximum in quantity. 
But there is more quality to them. 

The prices run from $6.50 to $9.50 a 
pair. Before the war, the stock shoe 
department men never dreamed of such 
prices. 

The sizes run from No. 2 to No. 2, 





and from AA to D widths. That is a 
bigger run of widths and sizes than the 
stock shoe man dreamed of before the 
war. Then he ran a few of the best 
selling sizes, and those in one width only. 

In the misses’ and children’s lines 
there is corresponding grading up. The 
misses’ and children’s shoes are carried 
in a long run of sizes and widths. The 
prices range from $3.75 to $6.50. 

The new idea in the stock department 
seems to be that of carrying quick-selling 
styles, and turning the stock of them 
quickly. Among stock shoes of the mo- 
ment, in the women’s lines, are black, 
Havana brown, Russia calf and gray 
buck boots, some with Louis and some 
with low heels. 


SIZES IMPORTANT 


Shoe Merchants Restocking on Best 
Sellers 


“Our orders,” says a sales manager of 
a Lynn firm, “indicate that shoe mer- 
chants are re-stocking on the best 
selling sizes. I judge they have sold 
out their stocks on the popular runs of 
sizes. And they are re-ordering sizes 
in accepted styles, rather than ordering 
new styles in a long run of sizes.” 


PEABODY IS AMBITIOUS 


Making $50,000,000 Worth of Goods 
Annually 


Peabody, the largest leather city 
in New England, is now making 
$50,000,000 worth of goods annually. 
It is striding ahead, and it expects to 
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overtake Lynn, which is now the 
largest manufacturing city of the North 
Shore district. 


FIVE DAYS’ PROGRAM 
Shops Will Run .45 Hours Weekly 


The North Shore Shoe Manufact- 
urers’ Asseciation and the shoe workers 
unions of Salem and vicinity have 
signed an agreement providing for a 
five days’ a week program in the 
factories. The shops will run 45 hours 
a week, instead of 48 or 50. The new 
price lists provide for 15 pe cent in- 
crease in pay. 


GROUP OF BRIEFLETS 
In Regard to Pasted Stock Higher 


Even pasted stock, which is the 
cheapest stock used in the footwear 
industry, is now going up. The foreign 
trade has taken all the accumulations 
of it from Lynn shops, 


An Impessible Style 
“Is there any such thing as an im- 
possible style?’’ asked a buyer visiting 
a Lynn shop. 
“Yes” answered a designer, “‘a grow- 
ing girls’ shoe with a Louis heel-is an 
impossible style.” 


Change in Firm 
Raymond, Swig, Malloy Company 
has succeeded Raymond, Shapiro Shoe 
Company, makers of shoes for growing 
girls, misses and children, 587 Wash- 
ington Street, Lynn. 


Philadelphia. 


RETAIL BUSINESS BRISK 
Really Better Than Many Shoe 
Merchants Expected 


All things considered, retail trade has 
developed nicely in the past week. More 


than one merchant reports sales volume 
as considerably over what he expected 
in view of the slackness which is 


‘noticeable in the general field of wearing 


apparel. 
This mention of slackness does not 
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W us i. Sho. , 


HARTMAN SHOE COMPANY 


HAVERHILL, a 


u6 te Sesase New Yorn. 





The Line of 100 Styl 
of Comfo: s hose nn 


Julieta — Goterte— Bals 
—Polish—B 


TIMSON BROS. - Ine. 
ston, Mass, 














Tober-Saifer Shoe Co. 


N@VELTY BOOTS 
AND OXFORDS 


IN STOCK. Ready to Ship 
Write for Catalog 


1312 Washington Avenue, St. Louis, Mo. 








IN-STOCK 


Deliveries At Once 
Goodyear Welts, 9-inch Lace 
Boots, High and Lew Heels. 
Black Kid . . . $6.35 
Brown Kid. .. 6. 
Selected S 


tock. 
Terms 2%-10-net 30 days. 


BARNETT SHOE CO. 
110-112 Summer St., Besten, Mass 








The House of Service 
Novelty Footwear 


IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CoO. 
12}1 Washington Ave., St. Louis 








COLLINS & STAPLES 


Makers ef HAND TURNED 
PUMPS 


Full Louis Heels 
Leather, Satin and 
White Cloth 
Factory,118 Phoenix Rew 








Boston Office, 110 Lincoln St. HAVERHILL, MASS. 
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mean that business is bad, for the 
heavy selling season is now*well under 
way. But it does mean that the con- 
sumer is not buying nearly as freely as 
in normal seasons. The answer, of 
course, is high prices. 

Notwithstanding all the agitation and 
the airing which the high cost of shoes 
has received in the daily press, and the 
comparatively little agitation there has 
been over clothing prices, it is neverthe- 
less a fact that the shoe men are not 
feeling the pinch nearly as much as the 
clothiers and the tailors. The answer 
again lies in the prices. 

There is many an average citizen who 
feels he can afford $12 for shoes where 
before he paid $6. But the man who 
feels he can pay $75 for a suit which 
formerly would have cost him $40 is a 
much rarer individual. The average 
consumer can stand a doubling of price 
on a $6 article where he simply hasn’t 
the cash available for a doubled suit 
price. 

The dealers in men’s clothing have 
been hit hard. There’s no use in deny- 
ing it. 

A GEUTING BROADSIDE 


Heavy Advertising Celebrates « 
Eleventh Anniversary 


This month the Geuting stores cele- 
brate their eleventh anniversary and 
the head of the National Shoe Retailers’ 
Association has seized the event as 
opportune for the firing of a big adver- 
tising broadside calculated to drive 
home the ideals and policies of his 
business and his brothers. 

In half-page space, under the heading 
“The Geuting Idea—A_ Professional 
Shoe Service—Three Stores Strong,” 
the story of the Geuting policies of shoe 
retailing are explained. There are four 
fundamentals, says the advertisement. 
As explained, they are worth repetition 
here in view of the success which they 
have brought to the Geuting organiza- 
tion, which has grown from one to three 
stores 'n the past 11 years. 


“* Dependability” 

“Vastly more important now than 
ever, with the widespread substitution 
and cheapening of quality going on all 
about us. There is not a shoe in our 
stock today but that we are proud to 
stamp with the Geuting name. We 
have stood upon the principle that 
leather is too costly for anything but 
the best grade of construction. This is 
true in every Geuting shoe for women, 
for men, for children. And yet—with 
preparations of more than a million and 
a half dollars’ worth of shoes, that we are 
selling upon the basis at which they 
were bought—not today’s market value 
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—you can buy these dependable Geut- 
ing shoes at about the same prices that 
are asked generally this season for very 
poor imitations of them. 


“Variety” 


“The Geuting Idea has always main- 
tained that no one or two makers could 
hope to satisfy the shoe needs of a big 
city like Philadelphia. So Geuting’s is 
the marke lace for the products of 
more than,20 famous American shoe 
factories—each chosen for its highly 
specialized superiority in some par- 
ticular field of manufacture. And in 
this way the essence of the world’s best 
style thought is expressed, according to 
the Geuting dictation, to exactly meet 
Philadelphia’s desires. 


“‘Orthopedic”’ 


“This house has gained country-wide 
recognition for its foot-health service. 
It is part of the Geuting Idea to create 
lasts under the supervision of eminent 
orthopedic surgeons. Geuting’s famous 
“‘Sure-Tread Shoe,’’ a marvelous combi- 
nation of full protection and moccasin 
freedom, is built’ on such a last. It is 
carried through from babies to grown- 
ups. The fitting of growing feet is a 
Geuting hobby. Thousands of Phila- 
delphia’s young men and women are 
walking gracefully and enjoying perfect 
foot-health today because of Geuting 
shoes during their growing years. 


**Service”’ 


“Three stores: 1230 Market Street, 
a big first floor store with shoes and 
repairing for all the family—and with 
Geuting stockings just inside the door; 
1308 Chestnut Street, a whole building 
of service, with elevators and stockings 
in the foyer—men’s shoes first floor— 
second floor, a women’s style shop de 
luxe—third floor, a children’s and 
orthopedic department—fourth floor, 
shoe stands and repairing; 19 South 
Eleventh Street, men’s shoes only, 
created for the busy business man. In 
each store a thoroughly trained and 
highly expert organization of fitters— 
with three Geuting brothers constantly 
supervising—creating a personal service 
impossible to find in the average store.” 


PRICES NOT ADVERTISED 


Few Quotations of Over $10.00 
Mentioned 


Philadelphia merchants are sticking 
to the plan of not emphasizing prices 
on higher grade shoes in their advertis- 
ing. There are few quotations to be 
noted of more than $10.00 and when 
figures above these are mentioned they 
are not mentioned prominently,.and 
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only in a quiet sort of manner, indicating 
that the average person is not expected 
to pay them, unless, of course, he or she 
absolutely demands that privilege. In 
short, the idea which the stores give out, 
without directly saying so, is that they 
are carrying these higher grades only 
as a convenience for persons who insist 
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on having them regardless of the price. 

For the rest, the advertising and dis- 
play center around quotations of $7.50, 
$9.00, $9.50 and $10.00. Above that 
figure the prices are merely shown in 
small type, generally somewhere at the 
bottom of the announcement, and in 
the manner already indicated. 


Rochester 


SHOE PRICE PUBLICITY 


Committee Appointed to Prepare 
Newspaper Propaganda 


A committee consisting of C. E. 
Shields, chairman; P. M. Van Deven- 
ter, Wm. Pidgeon, Jr., and Harry A. 
Chase was appointed at the last meeting 
of the Rochester Retail Shoe Dealers’ 
Association to investigate the advisa- 
bility and to prepare copy for newspaper 
advertisements which will refute the 
prevailing opinion that the prices of 
shoes are high. Not all members ap- 
peared to be in favor of such a news- 
paper campaign, believing that the shoe 
industry has had altogether too much 
publicity and that their customers were 
making no vigorous protests against the 
present prices. As one merchant put it, 
“The spotlight of publicity has been 
on the shoe industry far too long. At 
present people are beginning to realize 
that the high cost of raw materials and 
labor have been the major causes for 
the rapid rise of all wearing apparel. 
Newspaper advertisements defending 
the present prices of shoes by showing 
the extremely high prices of other wear- 
ing apparel will only arouse the ire of 
our fellow merchants, who no doubt are 
also forced, by the present day con- 
ditions and wholesale prices, to charge 
what seems to us to be exorbitant prices 
for their merchandise. 

*“No, you can’t justify the present 
prices of shoes by the fact that fur 
coats and clothing are high. Frank 
Werner, out on the coast, proved con- 
clusively that his customers didn’t 
want low priced shoes and the same, I 
believe, Applies to our trade in Roches- 
ter. There are plenty of shoe stores in 
our city that are selling shoes at any 
price desired and the person who wants 
shoes can get them at almost any figure, 
provided he or she buys price and not 
quality.” e 


ADJUSTMENT SEEMS LIKELY 


In Pending Conference Between 
Employer and Employe 


eArbitration looms up as the prob- 
able outcome of the conciliatory nego- 
tiations which have been on for some 


time hetween the 50 or more shoe 
manufacturers of Rochester and their 
cutters and fitters. According to re- 
ports the United Shoe Workers’ Union 
has turned down a 10 per cent increase 
in wage for all departments and a 
similar refusal has been made by the 
Shoe Cutters, Knights of Labor. 

The manufacturers agreed some time 
ago to shorten the working week from 
48 to 44 hours beginning October 1, 
provided four of the seven shoe centers 
of the country grant a similar number of 
working hours. The shoe workers were 
not successful, however, in their at- 
tempts to put the new schedule of 
working’ hours over and the United 
Shoe Workers may not receive their 
44 hour week before May, 1920. 


WAGES HAVE RISEN 
Rapid Advance in Last Ten Years 


Shoe operatives now work nine hours 
a day in Rochester with half. a holiday 
on Saturday. Working conditions in 
the Rochester factories compare most 
favorably with those in other shoe 
districts. Rochester was one of the 
first centers to reduce the working week 
from 52 to 48 hours. The Rochester 
shoe industry has been free from serious 
labor trouble for more than 10 years. 
Wages have advanced rapidly during 
that time. A. L. Williamson, executive 
secretary of the Rochester Boot and 
Shoe Manufacturers’ Association, is a 
major figure in the wage controversy 
and said that the manufacturers ex- 
pected no serious difficulty in reaching 
an agreement with the shoe workers. 
The same feeling was expressed by the 
representatives of the labor unions. 


INSPECT FACTORIES 


Eng ish Shoe Manufacturers Cor- 
dially Received 


Alfred Lovell, George Barnes, A. W. 
Hol ister, Walter W. Cann, and J. C. 
Cook, five shoe manufacturers from 
Great Britain who are inspecting the 
shoe factories in the United States 
arrived in Rochester on Wednesday 
and were escorted on their tour of 
inspection by Sol Wile, secretary of the 
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BULLETIN NO. 
See our styles of women’s 
welts first. New and novel 
models shown. Our com- 
bination styles are partic- 
pm attractive. Immedi- 
eliveries. Prices will 
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L. SCHAPIRO SHOE Co. 
73 South St., Bosten, Mass. 











BOUDOIR SLIPPERS ,", 


Black, $1.60 
Reds and Tans, $1.75 
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PHILLIPS-CRAM CORP. 
Successors to 
NASON & PHILLIPS 
Makers of 
Women’s Turn Slippers 


276 River Street - Haverhill, Mass. 
Boston Office, 207 Essex Street 
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SOFT _SOLES 


plete tn Ma of Soft ‘Sole 
aby Shoes. 
Send for price list. 
THE REYNOLDS SHOE 
LOVE 


&G . 
So. W. Cor. 3d & Main Sts. 
Cincinnati, Ohie 

















SOFT SOLES 
A Wonderful Line for the 
Wholesaler 

All leather lines 
ranging in Lace 
from $3.60u 

Aloo line of ladics? 
arm _— in 5 
styles - qreme, 8 
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Tredlite Steppers 

for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 

Write for Particulars 











HenryKleine & Co. 
Chicago 




































































‘e To Buy 


Mens Shoes ™® 














—~ Gentlemen’s 
ettbeton Shoes 
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MEN'S FINE SHOEMAKERS 
BROC KTON——— 






































Stacy Adams Ce. 
Manufacturers of 
MEN’S FINE 
SHOES 
BROCKTON, 
MASS, 
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National Boot and Shoe Manufacturers’ 
Association, and A. L. Williamson, 
secretary of the Rochester Boot and 
Shoe Manufacturers’ Association, and 
R. L. Seward, Rochester representative 
of the “Boot and Shoe Recorder.” 
They had already: visited the shoé 
plants of Syracuse, Binghamton, Au- 
burn, Endicott and Johnston City, 
Toronto and the great shoe centers in 
Brooklyn, New York and Massachu- 


\ 
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setts. The members of the delegation 
expressed their intense admiration and 
approval of the Rochester factories. 
They marveled at the excellent working 
facilities and sun-lighted shops. In- 
spection of the samples of the footwear 
produced in Rochester brought forth 
most favorable comment. The British 
shoe manufacturers were entertained at 
a luncheon at the Hotel Seneca before 
leaving Rochester. 


New Orleans 


BUSINESS EXCELLENT 


The Two-Tone Shoes Are Selling 
Well 


New Orleans retail shoe merchants 
report excellent business. In spite of 
high prices they say that the public is 
demanding high-grade shoes and is 
paying fancy prices. This is especially 
so when one considers the fact that 
stylish shoes are in great demand. 

High and low black and brown suedes 
and satins are in big demand by women, 
while in men’s shoes tans-are the rage. 
Nearly all of the big Canal Street stores 
also report that two-tone shoes are sell- 
ing well. Colonials, buckle effects and 
one eyelet ties are making a hit with the 
women. 


SCHIRO. INCORPORATES 


Store Renhovated—Floor Space Is 
Doubled 


What was known for many years as 
Roth’s Shoe Store has undergone a 
reorganization and the future firm will 
be known as _ Schiro, Incorporated. 
Under the new plan the officers of the 
firm are: A. P. Schiro, president; Philip 
Schiro, Jr., first vice-president and 
general manager; Joseph Schiro, second 
vice-president, and Anthony Schiro, 
secretary-treasurer. 

The store has been handsomely 
renovated and re-arranged. The floor 
space has been enlarged twice the size 
and new fixtures installed. It occupies 
one of the busiest corners of New Or- 
leans, being located at South Rampart 
and Canal Streets. 


BOSTON 1920 CONVENTION 


Local Shoe Merchants Preparing 
for Same 


New Orleans will be well represented 
at the 1920 Convention of the National 
Shoe Retailers’ Association to be held 
at Boston, January 12, 13, 14 and 15. 

The “Recorder” correspondent has 
been able to ascertain that at least 15 
of the New Orleans shoe merchants will 


attend, among them being Rene Robert 
of Leon Godchaux Company, Geo. W. 
Hogan of the Marks Isaacs Company, 
Ltd., I. R. Jacob of the Walk-Over 
Store and president of the New Orleans 
Retailers’ Association, Sol Stern of 
Maison Blanche Company, Philip Schiro 
of Schiro, Incorporated, Lep Weil, and 
Ralph Levey of Porkorny Chain of 
stores. 
BIG CONVENTION 


Held by Advertising Clubs of the 
World 

At least 5,000 delegates and their 
families attended the annual convention 
of the advertising clubs of the world. 
New Orleans hasn’t seen a crowd so 
large in some time. The old town was 
decorated in holiday garb for the occa- 
sion and the visitors were highly enter- 
tained. Many of the local shoe mer- 
chants had an important part in making 
the visitors’ stay in New Orleans worth 
remembering for a long time. 


A LIVELY MEETING 


To Act on Stephens-Ashurst Bill 
Now Pending in Congress 

New Orleans shoe merchants to a 
man are against the Stephens-Ashurst 
bill now pending in Congress. The mat- 
ter will officially come before the next 
meeting of the New Orleans Shoe Re- 
tailers’ Association, and a concerted 
action will be taken. The food control 
act which gives the attorney-general 
power to fix prices will also be attacked. 
A lively meeting is expected some time 
during this month. 


NOT PROFITEERING 


New Orleans Shoe Merchants 
Resent Charge } 

That New Orleans shoe merchants are 
not profiteering was the gist of discussion 
at the monthly meeting of the New 
Orleans Retailers’ Association, held at 
the Association of Commerce on Sep- 
tember 17. President I. R. Jacobs led 
the discussion, which proved beyond a 
doubt that local merchants are pricing 











Oct. 11, 1919 


merchandise on prices paid for and not 
at replacement values. 

It was the consensus of opinion among 
those attending the meeting that New 
Orleans is selling shoes cheaper than 
other cities. The dealers pledged them- 
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selves to continue to sell at just as low 
prices as they possibly can. 

New Orleans shoe merchants resent 
the charge that they are profiteers and 
stand ready to prove and back their 
contentions. 


Memphis. 


TRADE SATISFACTORY 


No Disposition to Withhold Pur- 
chasing Because of High Prices 


Although the weather continues un- 
usually mild, retail merchants report 
satisfactory trade. There is no apparent 
disposition to withhold purchases be- 
cause of the high prices or in hope of get- 
ting footwear any cheaper. The general 
public apparently realizes what condi- 
tions are in the trade and are disposed 
to go ahead and provide for their needs. 
Stocks are ample and arrivals from the 
factories are coming along as needed. 
The general prosperity of this section, 
the price of cotton having enjoyed a 
considerable rise, just as the new season 
opens, assures demand for high-class 
offerings. The chief ones who are dis- 
posed to attempt economy in shoes are 
not the wage earners, while negroes are 
just as anxious as ever to buy high-class 
footwear. 


MERCHANTS EXONERATED 


Chamber of Commerce Admits Mis- 
takes of a Committee Chairman 


Over-enthusiasm in getting into the 
limelight of newspaper publicity during 
the period when talk of profiteering was 
rife and everybody who had anything to 
sell was subjected to accusation re- 
cently occasioned some embarrassment 
for the local shoe merchants, but more 
for the chairman of the profiteering 
committee of the city’s leading business 
organization, the Chamber of Com- 
merce. The outcome of the incident 
was entirely satisfactory to the mer- 
chants. 

The trouble arose when the local 
papers printed statements credited to 
the chairman of the committee, M. W. 


SPEEDING PRODUCTION 
Shoe Factories Are Operating ‘at 
Fullest Possible Capacity 

All of the shoe factories in Milwaukee 


are operating at a capacity limited only 
by their ability to procure competent 


Milwaukee « 





. Swayne, in which he intimated very 


plainly that as one result of the activities 
of his committee certain shoe merchants 
had reduced the selling prices of some of 
their shoes. According to him, the 
prices on shoes placed in the windows 
had suddenly undergone a change, al- 
though he was careful not to be too 
positive. Coming from one associated 
with the Chamber of Commerce, the 
story attracted immediate attention. 

The merchants got busy at once, but 
scarcely had they done so before higher 
officials of the chamber expressed their 
regret that the statements had been 
made. The president said there was no 
authority vested in the committee and 
he felt sure that the chairman had made 
a serious mistake. 

Next morning a committee of mer- 
chants met the chairman and obtained 
from him a statement in which he dis- 
claimed any intention to do any one an 
injustice and admitting he had no basis 
for the charges credited to him. The 
papers also printed disclaimers, but 
threw the responsibility on the chair- 


man. 
NEWS BRIEFLETS 


Interesting Notes of Retail Shoe 
Stores 


The Sherron Shoe Company had as 
an attraction for two days the real 
Buster Brown and Tige. As usual they 
attracted lots of attention. 

The Kallaher Shoe Company, at 
Main and Madison, is the latest addi- 
tion to the retail shoe trade here. John 
Kallaher, recently associated with the 
Caradine Shoe Company, is manager. 

L. T. Hoard of Hopkinsville, Ky., 
has been made manager of the shoe de- 
partment of the Shop of Culture. 


help, obtain-adequate supplies of ma- 
terials, and necessary machinery and 
equipment. Not only are orders of an 
aggregate to demand every facility 
available, but there is an overflow which 
some conccrns find they can only handle 
by enlargement of factories as rapidly as 
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DO YOU KNOW? 


that you can buy it—or 

sell it— through the 
“‘Where to Buy” columns, 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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Telephone Main 3408 


HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
Spec 
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201 South Street, Boston, Mass. 
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Shoe Polishe $ 





The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
67-69 Murray St. 
New York 








No matter what policy you may 
pursue in selling to the shoe trade, 
mevertheless, you need the 


Boot and Shoe Recorder 
All the Time 











SYSTEMS IN SHOE 
STORES 


grag accessories, specialties; 
what to use afd where to get it, 
1s a part of “Recorder” service to 
merchants. 








it is possible to erect new buildings and 
get machinery and labor to operate the 
additions. The situation is unprece- 
dented, even when compared to the 
enormous pressure of the war period. 
The Milwaukee shoe manufacturing 
trade at the beginning of October was 
producing more boots and shoes and still 
was further behind on deliveries than at 
any time in the history of the industry. 


EARLY FALL TRADE 


People Are Buying Willingly and 
Eagerly 

The condition of the local retail shoe 
business, which is always an important 
factor in determining general conditions, 
is such that the manufacturers feel every 
provision now being made for greater 
production will be kept fully occupied 
fora long time forward. After the most 
active Summer season in history, local 
merchants are participating in an early 
Fall which shows not the slightest let-up 
in the rapid movement of stocks. People 
are buying willingly and eagerly, despite 
the fact that a frantic press only a short 
time ago discovered that their erratic 
predictions of $25 and $30 prices for 
common shoes were not based on fact, 
thus removing an acknowledged incen- 
tive for spirited and panicky buying. 


TAN SHOES. SELLING 


Narrow Toed English Last in Fore- 
ground 
An interesting feature of the situation 
is the fact that the men are neglecting 
black and buying tan shoes. The nar- 
row-toed English last seems to hold the 
stage with a vengeance, although round 
toes and modifications and refinements 
of the Munson type are in good demand. 
The soldier, who said six or eight months 
ago when he came home that he would 
never again wear narrow shoes, seems to 
have forgotten all about his expressed 
desire for ‘‘real comfort.’’ Nothing but 
the shoe of style will do for him now. 
He doesn’t want black, either, for the 
“‘boys’’ are wearing tans. 


IN WOMEN’S WEAR 


Blacks and Dark Browns Are Equally 
Popular 

In ladies’ shoes, blacks and dark 
browns are running about an even race. 
Leading downtown dealers say the race 
between low cuts and high cuts is 
equally as even. Business on oxfords 
and pumps during the first week of Fall 
was the best on record. Fortunately, 
deliveries of low shoes at this time are 
very heavy, so that the demand is being 
properly met. The high heel strikes the 
popular fancy best, but baby French 
heels are close behind. In boots, two- 
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tones with buttons are the best sellers. 
In oxfords and pumps, the demand is 
divided between black and brown 
suedes and silks and tan calf and havana 
browns. 


A NEW FACTORY 


Incorporated with Capital Stock of 
$25,000 


The James-Buntrock Shoe Manufac- 
turing Company, which has been in- 
corporated with a capital stock of $25,- 
000, is the latest newcomer to the Mil- 
waukee shoe industry. The organizers 
are William G. James, Eric E. Bunt- 
rock and Grover E. Hanisch, who have _ 
been connected with local factories for 
many years and now embark on their 
own account with the intention of doing 
both a producing and jobbing business. 
Factory quarters will be outfitted within 
a short time. : 


PLANT EXPANSION 


F. Mayer Boot & Shoe Co. to Manu- 
facture in Michigan 


Announcement is made that owing to 
the urgent necessity of providing addi- 
tional manufacturing capacity at once 
to meet the pressure of orders, the F. 
Mayer Boot & Shoe Co. has decided to 
build a branch factory at Ludington, 
Mich., which will cost in excess of $150,- 
000. ~ 
Contracts were awarded October 6 
for a three-story factory building, 50 x 
250 feet in size, to be ready January 1. 
The site contains a square block and 
provides ample room for future ex- 
pansion. 

The Milwaukee factories of the F. 
Mayer Boot & Shoe Co. are producing 
an aggregate of nearly 7,500 pairs a day. 
With the completion of the Ludington 
branch, the output will reach 9,000 
pairs a day. According to Major George 
F. Mayer, secretary of the company, the 
new branch has been designed for a pro- 
duction of 1,500 to 2,000 pairs daily. 
Only men’s shoes will be made at Lud- 
ington. Major Mayer says a decision is 
pending on the question of what process 
will be used in the new plant. 


A Factory Addition 


A permit was granted during the week 
to the V. Schoenecker Boot & Shoe Co., 
one of the old-established concerns of 
Milwaukee, to build a factory addition 
at its main plant at Seventh and Walnut 
Streets. 


A BUSINESS CHANGE 


Kenney Shoe Company to Retire— 
. Stock Sold 


After being engaged in the retail 
business in the downtown district of 
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Milwaukee for many years, the Kenney 
Shoe Co. has decided to retire and the 
store at 88 Wisconsin Street has been 
closed. The entire stock has been taken 
over by the Brouwer Shoe Company, 
322 Grand Avenue, which is offering the 
line at reasonable reductions. W. H. 
Kenney, secretary-treasurer and mana- 
ger of the Kenney Company, is one of 
the best known shoe men of the State 
and was the first secretary of the State 
retail association. He has not made 
public his plans for the future, but in- 
tends to take a long rest. 


DOUBLING CAPACITY 


The Vulcan Last Company Erecting 
Addition 

The Vulcan Last Company of Ports- 
mouth, O., manufacturer of shoe lasts, 
which invaded the famous Northern 
Wisconsin hardwood belt about a year 
ago and opened a sawmill and factory 
in Crandon, Forest county, is more than 
doubling the capacity by erecting an 
addition, 30 x 300 feet, and a loading 
dock, 100 x 100 feet, enabling it to work 


up at least 1,500,000 feet of hardwood 


timber during the coming year, against 
700,000 feet this year. The Vulcan 
Company also has applied for a charter 
in Wisconsin, giving its authorized 
capital in Ohio as $125,000 and valuing 
the Wisconsin interest at $35,000. 
Frank E. Knott is manager of the Cran- 
don factory. 


QUANTITY PRODUCTION 


At the Little Tot Shoe Company, 
Menominee 

The Little Tot Shoe Company, 

established at Menominee, Mich., by 

Thomas and Richard Lemieux, both 


experienced shoe men, is now on a regu-' 


lar quantity production .at the rate of 
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1,500 pairs of baby shoes a day. The 
sample line was completed September 15 
and in two weeks of initial showing a 
volume of business has been booked 
which will keep the new factory busy 
for five or six months. 


BADGER RETAIL NOTES 


News From Shoe Stores Here and 
There 


The shoe department of the Espen- 
hain department store, Fourth Street 
and Grand Avenue, Milwaukee, has 
benefited much by the general modern- 
ization of the big store in the last 60 
days. Manager Myron L. York, who 
came here last April from Fort Dodge, 
Iowa, has greatly increased his stock 
and extended the lines and now has one 
of the most attractive establishments 
in the State. 

Froehlke’s Boot Shop at 122 Front 


° . . . . 
Street in Beaver Dam, Wisconsin, is 


now open for business. It is owned and 
managed by H. O. Froehlke, who prior 
to the war was in business at Neenah, 
Wis., and returned only a few months 
ago from France. A. E. Kolb is assist- 
ant manager. The repair shop is con- 
ducted by Andrew Schweiger. 

Frank L. Brown, Madison, Wis., is 
ready to open his new store, to be known 
as Brown’s Boot Shop, at 224 State 
Street. Before engaging in business for 
himself, Mr. Brown was with Schu- 
macher Bros. and the Austin Shoe Com- 
pany at Madison. 

The Diamond Shoe Company has 
opened another branch store in Wis- 
consin, at 183 Main Street, in Oshkosh. 
Charles Strauss is manager. 

Gustav ‘Berg and Otto Sabatke of 
Wausau, Wis., have opened a new store 
at Third and Washington Streets under 
the firm name of Berg & Sabatke. 


Chicago 


BUSINESS HAS IMPROVED 


All Styles of Shoes Are Moving 
Well 

Inclement weather the past week, 
while acting as a deterrent to trade in 
one way, has stimulated demand in 
Fall footwear that has been slow in 
starting because of the prelonged Sum- 
mer temperatures. A few days of rain 
interfered with the number of pur- 
chasers visiting the stores, although 
those who did their buying .of shoes 
during the past week inclined toward 
the selection of Fall styles. The mer- 
chants report that all styles are moving 
in good shape. 


A STRONG CALL 


For Women’s Brown Calf Oxfords— 
Military Heels 

Although the buying of Fall boots is 
gaining momentum daily since the part- 
ing of warm weather, yet there is an 
undercurrent of demand for women’s 
low cuts that is rapidly exhausting the 
merchants’ stocks of these styles. Pre- 
dominant among the styles called for 
in low shoes are women’s brown calf 
oxfords with military heels, brown kid 
oxfords and black kid oxfords with the 
low heels. Whether or not it is due to 
the wide publicity the spat manufac- 
turers are giving their products through 
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Change your Faded or Off Colored Shoes to 
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QUESTIONS 
ANSWERED QUICKLY 


in *“*Where to Buy” columns—a 
growing directory forall the trade, 
presenting answers briefly to cur- 
rent problems in merchandising. 








INF ORMATION Morchants 


“Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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national advertising in recommending 
these for Fall wear, or whether the con- 
tinuing more or less mild weather 
creates a desire for cool ankles it is hard 
to determine, but there is a big sale of 
women’s oxfords. Price may also be a 
factor worth reckoning with by many 
consumers. Keeping step with this call 
for low shoes, the sale of. spats is in- 
creasing in large volume. 


THREE STORES CLOSE 


On Account of Death of Alfred P. 
Hanan 


On account of the death of Alfred P. 
Hanan, of Hanan & Son, who operate 
three high-class retail shoe stores in 
Chicago’s downtown section, all of 
their stores were closed on Monday, 
September 29. Newspaper advertising 
was used in all local daily papers an- 
nouncing this closing. 


TO ENLARGED QUARTERS 


R. P. Smith & Sons Co. to Change 
Location 


The wholesale shoe house of R. P. 
Smith & Sons Co., pioneers in the Chi- 
cago market since 1859, will on Octo- 
ber 19 remove their many floors of 
stock from their present headquarters 
at Franklin and Quincy Streets to 
their new and enlarged quarters located 
at Kingsbury, Huron and Roberts 
Streets. A salesroom only will continue 
to be maintained at the present address 
until November 15, 1919, after which 
date the downtown salesroom will be 
located at 20 South Wells Street. This 
new salesroom will place the R. P. 
Smith & Sons Co. in the heart of the 
rapidly developing shoe district on 
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Wells Street, where many ground floor 
wholesale houses and in-stock factory 
branches have been established in the 
past year. 


THE PROGRESS CLUB 


To Hold Its First Fall Meeting 
October 13 


The Progress Club, an organization 
comprising the employes of all the 
O’Connor and Goldberg stores, will hold 
its first Fall meeting of the season on 
Monday evening, October 13, at 6.30 
p. m., at the Capital Tea Room in the 
Republic Building. These meetings 
invariably result in much inspiration 
and enthusiasm of the members in O-G 
merchandise and O-G methods. All 
employes enjoy attending these meet- 
ings, which are held regularly every 
month. 


MERCHANTS TO HELP 


Board of Education in Efforts for 
Young Folks 


The Board of Education of the City 
of Chicago, through its vocational 
bureau, is striving hard to prolong the 
education of boys and girls between the 
ages of 14 and 16, hundreds of whom it 
is feared will be forced to drop out of 
school this Winter unless they are given 
an opportunity to earn something in 
their time out of school. They are will- 
ing to deliver goods, run errands, fold 
mailing matter and do other work which 
the law allows them. The Board of 
Education is making a special effort to 
get these young people placed, and has 
sent out an appeal to employers to 
telephone Harrison 2508 if in need of 
ambitious boys and girls to work after 
school hours. 


Detroit 


MERCHANTS OPTIMISTIC 


Large Proportion of Better Quality 
Shoes Sold 


September business has proved better 
than was expected it would be at the 
first of. the month. Shoe merchants are 
very optimistic, expecting greater busi- 
ness this Fall than has ever been ex- 
perienced before. In spite of the fact 
that the weather has been warm and 


’ fine some merchants have almost cleaned 


up on the Fall lines received to date. 
Compelled by a shortage of low cuts, 
many merchants started selling Fall 
lines in August instead of waiting until 
September. Whether or not this will 
have the effect of shortening the Fall 
selling season remains toJbe seen. From 


many sources a serious shortage of mer- 
chandise is reported. 

In the larger stores selling medium 
and high grades, phenomenal selling of 
the higher grades is noticed. Mer- 
chants say that it is hard to sell the 
lower grades alongside of the better 
qualities of the higher grades. 


At Fyfe’s Store 

At R. H. Fyfe & Co.’s this state of 
affairs exists. No longer is it necessary 
to urge the customer to “trade up,” for 
he or she does that of his or her own 
volition. On the third floor where 
women’s shoes in the medium grades are 
sold from $7 to $10 it is noticed that the 
$10 grades are selling freely while the 
$7 grades are remaining on the shelves. 
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In the Basement 


Men’s shoes have been added to the 
down stairs (basement) department in 
the R. H. Fyfe & Co. store. Although 
prices will range from $7.85 down, every 
pair will be sold with the usual Fyfe 
guarantee of quality. 


Situation at Lindke’s 


At the Lindke Shoe Company store 
this same demand for high quality 
exists. W.S. Dowler, manager of the 
men’s shoe department, stated that the 
most popular price was $12. This firm 
has some excellent values and late 
styles at $7 and $8, but they are not 
moving. 

At Store of Burns 

At A..E. Burns & Co., Mr. Burns 
said: ‘Our popular price in women’s 
shoes just now is $10. These shoes are 
extra good values and could not be 
replaced for one cent less than we are 
selling them. Had we marked them $12 
I am satisfied that that would have 
been the popular price instead of $10. 
Customers will not buy cheaper shoes. 
The best is none too good for them. In 
our men’s department the most popular 
price is $12.” 


At Schmidt’s 


The response of F. M. Frank, mana- 
ger at_P. J. Schmidt’s, to the query as to 
the popular price in that store was the 
same, ‘‘$12,” showing that in practically 
all classes of stores where a general line 
of shoes is carried in the various grades 
that the better grades are most in de- 
mand. This means that people who 
used to pay from $3.50 to $6 for shoes in 
pre-war days are now demanding 
equally as good a quality and are paying 
the necessary price to get them. 


A GENERAL SUMMARY 
**Give Us the Best’”’ Is the Slogan 


It must also be remembered that 
there are many shoe stores in Detroit 
which are specializing on shoes at lower 
prices, $5 and $6 being the popular 
prices here. These stores are doing the 
trade of the stores that formerly sold 
shoes at $2.50 per pair, showing that 
customers who purchase the cheaper 
lines are also demanding a quality equal 
to that formerly worn and are paying 
the price for them. 

When the public demands the best 
they can afford to buy it seems folly for 
commissioners and others to cry out 
against the high cost of living. When 
the people wish cheaper shoes they can 
be surprised by the Detroit stores, but 
that day has not arrived. “Give us the 
best”’ is the cry in Detroit. 
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AT CADY-IVISON’S 


A. E. Harris Gives ‘“‘A Tip to the 
Wise”’ 


A. E. Harris, manager The Cady- 
Ivison Company, reports a scarcity of 
rubbers in wholesale circles and advises 
shoe merchants to secure the lines they 
have already purchased with as little 


‘ delay as possible. ‘“‘Rubbers will be 


scarce this Winter,” said Mr. Harris, 
“‘and tennis are sure to be just as scarce 
next season, and possibly higher than 
the present price,” he added. This is a 
tip to the wise. 


OPENING FOR BUSINESS 


The E-B Shoe Stores Company— 
Capital of $50,000 


The E-B Shoe Stores Company, in- 
corporated for $50,000 with head- 
quarters at Racine, Wis., where they are 
already operating two stores, are open- 
ing up two stores in Detroit, at 11 Grand 
River Avenue and 58 Michigan Avenue. 
The officers of the organization are 
president, Robert Edelson; vice-presi- 
dent, Dave Edelson; secretary, Ed. 
Edelson. This corporation will special- 
ize in men’s shoes that retail at $5 and 
$6 per pair. It is their intention to 
open a chain of about 25 stores covering 
the larger places in Michigan, Indiana- 
and Wisconsin. All their stores will be 
decorated in the same color scheme, 
blue and white. , 


NEW SHOE STORE 


F. L. Bucklin Company Opens at 
435 Woodward Avenue 

F. L. Bucklin Company has opened 
a shoe store at 435 Woodward Avenue, 
where a general line of men’s and wo- 
men’s shoes are carried. The store is 
finished in oak with a French gray 
finish. The equipment includes indi- 
vidual chairs in the same finish. Car- 
tons are in a bluish gray, while window 
drapes and carpets are in a French blue, 
harmonizing beautifully with the fix- 
tures. 

FAMILY FOOTWEAR 


The C. F. Adams Company Holds 
Opening 

The C. F. Adams Company, 112 Far- 
mer Street, held a different kind of 
opening this season. In their advertise- 
ment they said, “This is Reception Week 
in the Adams’ Inaugural of Autumn 
Fashions. You are invited. These, 
first of all, are come-and-see days. What 
miss, Or woman, can resist adventuring 
through the corridors of style just to see, 
to learn, to compare—before she is 
really ready to select?” The slogan of 
this firm is “Footwear for the whole 
family.” 
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Color Effects. Agents Wanted 
WIN-DECO DISPLAY SERVICE 
93 Federal St. Boston 
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The Retailer Knows 


and appreciates a beau- 
tiful snug fitting heel 
that stands up and 
eliminates complaint. 


(GAC 
Wood Heel 


~ Fasteners 


overcome many of the 
old difficulties and 
faults of loose, shaky, 
gaping wood heels. 














Investigate and specify in some of your lines 


United Shoe Machinery Corporation 


BOSTON 


BRANCHES: 
poy tag |p A 
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Worcester, Mass. 


A NEW MANAGER 
C. M. McCarthy Succeeds A. A. 


Anderson at Morse’s 


C. M. McCarthy of Manchester, New 
Hampshire, has accepted a position as 
manager of I. H. Morse Company Shoe 
Department, succeeding A. A. Ander- 
son, who severed his connection Octo- 
ber 11. Mr. Anderson will be manager 
of the shoe department for C. H. Hovey 
Company, Boston. Andy will be greatly 
missed in Worcester. 


IN PRACTIPEDICS 


Two Days’ Course Given at the 
Bancroft Hotel 

A practipedics course was given at the 
Bancroft Hotel, October 7 and 8, tothe 
retail shoe sales people of Worcester by 
the Scholl Manufacturing Company of 
Chicago, Illinois. J. A. Scott and H. C. 
MacDonald were in charge. 


W. P. KINGMAN DEAD 


Local Shoe Merchant Was Highly 
Respected 

W. P. Kingman, a highly respected 
shoe merchant of Worcester, Mass., died 
at his home after a ten-days’ illness, 
aged 60 years. Although Mr. Kingman 
had been failing in health, recently be- 
ing obliged to spend the larger part of 
the past two years in Florida, his death 
was somewhat unexpected. 

Mr. Kingman was born in New York 
City. He was formerly a prominent 
shoe manufacturer in Brockton, but for 
the past ten years had been proprietor 
of the Walk-Over Boot Shop, 4 Front 
Street, Worcester. 

He was a member of Paul Revere 





Lodge, AFF. & A. M., and Bay State 
Commandery in Brockton and was a 
32d Degree Mason and Shriner, charter 
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WILLIAM P. KINGMAN 


member of the Kiwanis Club and a 
member of the National Shoe Retailers’ 
Association and’ the..Piedmont Church 
Men’s Club. 

He is survived by, his wife, Mary 
(Woodbridge), three sons, Rufus M. of 
California, Dr. Harry W. of Randolph 
and William C. of Worcester; a daugh- 
ter, A. Ruth, and a grandson, Robert W. 
Kingman. 


Boston 


BUSINESS IS EXCELLENT 


Prospects Rosy for Biggest Fall 
Season on Record 


A business survey of the retail shoe 
shops of the city reveals the fact that 
business for this week has greatly ex- 
ceeded, in the majority of cases, that of 
the corresponding week of 1918. With 
good weather, the retail shoe merchants 
look forward to a record breaking Fall. 
There seems to be no question in regard 
to prices. In the exclusive shoe shops, 
some shoes are sold as bigh as $25 the 
pair, but sales are mostly made on the 
$10 to $15 grades. 


AT WILLSON’S SHOE SHOP 


Attractive Show Windows Feature 
Autumn Foliage Effect 


The store windows at Willson’s Shoe 
Shop are very attractive, featuring a 
paneled arrangement of brown marble 
wall board. There is a lattice effect 
over which autumn leaves and bunches 
of grapes are entwined. Shoes in the 
windows are artistically arranged. The 
several cards in brown and green effects 
announce specials in men’s and women’s 
shoes which are featured the first week 
of every month. 

Manager Harry Terhune says that 
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this method of. boosting trade is very 
satisfactory. Mr. Terhune picks out 
two or three lines of shoes on which they 
are either short-or long and features 
them at a special price the first week of 
each month with wonderful success. 


Women’s October Specials 


For their October special in a woman’s 
shoe, they are showing several styles in 
both button and lace. One attractive 
model consisted of dark tan with a 
champagne cloth top and another with 
a coco brown kid vamp and a fawn 
cloth top. On the card announcing this 
special, it gives the price $7.85 and says 
that the policy of the store is to offer an 
exceptional value the first week of 
every month; that these shoes are from 
regular stock simply reduced for one 
week only. A serviceable walking shoe 
for women is featured at $5.85 and $6.85. 
An attractive black patent pump had a 
14-button Tweedie Boot Top of white, 
black satin trimmed, and black but- 
tons. In the women’s window was a 
“report’”’ printed on white paper read- 
ing, “Cheaper in the United States— 
$15 shoes in the United States are 
selling at $40 in Paris, $30 in London.” 
The new 1920 National Shoe Retailers’ 
Convention booster card is also promi- 
nently displayed. 

Willson’s Shoe Shop is featuring many 
baby Louis heels in women’s shoes, also 
black patent with mouse kid top in 
military and Louis effects. 


Men’s October Specials 


In the men’s windows a special is 
featured at $6.50, being a snappy model 
in coco brown. There is a good showing 
of brogues. In leathers, cordovan is 
prominent. An attractive shoe is 
shown in black and coco brown vamp 
with fawn ooze upper. An attractive 
array of Army shoes, puttees and rub- 
bers is made. 

The Tremont and Summer Street 
stores of Rice & Hutchins, Inc., are also 
showing in their windows the same 
autumn leaf and lattice effects. 


AT FILENE’S 


A Cheruit Model with Golden Shoes 
Adorns a Window 


The shoe department at Wm. Filene’s 
Sons Company is featuring brown ef- 
fects. One window is devoted to a 
Cheruit model in a costume of straw 
embroidered brown georgette, lavishly 
embellished with open-petaled flowers in 
every shade of nasturtium. This is an 
evening gown. The shoes worn are of 
gold cloth, Louis heels, and gold silk 
stockings. The only other furnishings of 
this window are a divan in Persian cloth 








100 BOOT AND SHOE RECORDER Oct. 11, 1919 


Ssnt it fanny what 
a difference 


Just a few years make 











Piulliken 


It brings tears to your eyes when you think of the old 
fashioned pegged soled “‘polkas” which our fathers and 
grandfathers wore in their childhood. What tortures 
they suffered in breaking them in! Compare them with 

the modern Billiken—The wonder shoe of the 20th 
Century—and its improved, perfectly foot-formed last, ° 
its flexible sole and fine workmanship. 


Billiken is America’s most scientific shoe, built on sensible 
lines, from the softest, finest leathers known, yet they 
are strong and sturdy as a fort. 


The kiddies take to Billikens and call for them and if 
you want the children’s shoe trade of your town, write 
or wire for Billiken booklet or salesman. 


- M*ElroySloan 


Shoe Company 
St. Louis U.S. A. 
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effect and an ostrich fan of burnt yellow. 
The effect is very beautiful. 


A MOSELEY BEAUTY 


Brown Suede Colonial with Suede 
Covered Colonial Buckle 

At the store of T. E. Moseley Com- 
pany, many beautiful effects in shoes for 
wdémen and children are featured. A 
model which is especially worthy of 
comment is a brown suede Colonial 
with suede-covered buckle and Louis 
heel. There was also an attractive 
model shown with a dark brown kid 
vamp and an Havana brown cloth top 
with military heels. This was also 
shown with Louis heels. A black kid 
vamp with brown cloth top was dis- 
played. A black patent pump with a 
sand colored spat, which fitted the 
pump to perfection, occupied a con- 
spicuous place in the new creations 
offered. There were many brown 
brogue effects for women. ° 
. »Buyer Charles E. Wirth emphasizes 
the popularity of oxfords and spats; he 
also states that silver slippers are selling 
in good shape. Mr. Wirth looks for- 
ward to a very big season on silver 
slippers. 
{ At T. E. Moseley’s the favorite idea 
in spat buttons seems to be the bone 
4-hole effect. 

Advertising Literature 

T. E. Moseley Company believe in 
advertising literature. They are now 
working on a folder showing a represen- 
tative style in each of the different kinds 
of shoes featured. These will be sent to 
all of their customers. Their prices 
range from $10 to $22. They are also 
doing attractive street car advertising. 

Their present street car poster reads 
**1847-1919” and advertises a strictly 
hand-made patent leather or black calf 
hand-sewed, two-button pump in Colo- 
nial effect, the product of one skilled 
workman. This poster also calls atten- 
tion to the effect that they have an 
attractive range of styles in high and 
low shoes from $10 upward. The street 
car advertising started September 22. 
By the middle of this month, a new 
poster will be issued containing the cut 
of a seamless patent leather pump with 
a light colored 8-button spat. 


BLACK VELVET NOVELTY 


Shown in the Window of Jones, 
Peterson & Newhall Company 
In the Temple Place window of Jones, 

Peterson & Newhall Company was a 
black velvet pump, in Louis heel, with 
attractive rhinestone buckles. Bronze 
pumps with bronze buckles were prom- 
inently displayed with beautiful effects 
in brown silk stockings. 


AT J. ANDREWS COMPANY 


Temple Place Store Has Attractive 
Window Trim 

One of the attractive windows at 
J. Andrews Company is devoted to 
children’s footwear. Shoes for the 
little folks are grouped attractively. 
Models in black and white and browns 
in button and lace effects were shown. 

The manager of the store, W. D. 
Wallace, is most optimistic over the big 
business which has been transacted the 
past week, the sales exceeding in large 
measure those of the corresponding 
week of 1918. 

“The goods in my main store as well 
as in the bargain basement are selling 
rapidly,” said Mr. Wallace. “A little 
more good weather and the sales will 
identify each week with big sales. Our 
customers do not seem to question 
prices. We are doing a good business on 
button shoes, but then every line is sell- 
ing well. I have a big sale also on stock- 
ings and beaded buckles in black and 
white effects, also bronze buckles, in 
fact, the buckle business is fine.” 

This store has just finished trimming 
its windows. There is a very attractive 
background of crepe paper in green and 
white with an artistic floor covering in 
the same tones. There are attractive 
panel effects in green and white. 


AT H. H. TUTTLE COMPANY 


Artistic Effects in Brown, Black and 
Gray Shoes 

At the store of H. H. Tuttle Com- 
pany, a beautiful window gave a com- 
prehensive idea of the high character of 
the many attractive styles for sale. 
“Advance Fall Styles” is the slogan. A 
lace shoe with black patent vamps and 
satin tops and a model in lace shoes 
with brown vamps and light sand 
colored tops are selling well. A beauti- 
ful gray kid and black suede shoe are 
artistically posed in one of the windows. 

Combination effects in men’s and 
women’s shoes were noted both in but- 
tons and lace. Brogue styles, as in other 
stores, are prominently featured. 


A CONVENTION BOOSTER 


James H. Woodbury Securing Ac- 
commodations for 1920 Convention 
Guests 


James H. Woodbury, manager of 
T. E. Moseley Company, is busy these 
days with work on the January, 1920, 
National Convention securing accommo- 
dations for the many guests who have 
sent word that they will make Boston 
their headquarters during the days of 
January 12-15. 

Mr. Woodbury says that there is 
plenty of room for everybody, if they 
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will come quick. He would like to get 
all reservations listed early, as it is cer- 
tainly a big job. 

Mr. Woodbury suggests that the 
people of Massachusetts who are fa- 
miliar with the Boston hotels consider 
it a New England convention, and a 
national convention, rather than a 
Massachusetts convention; therefore, 
that the Massachusetts people give the 
choice of hotels to the West and South. 


WILO TEAM WINS 6 TO 1 


In Baseball Game With the St. 
John’s Club, Cambridge 

The C. D. Kepner Leather Company, 

selling agents for the Wilo leathers, 

manufactured by Widen-Lord Tanning 


Company, Danversport, Mass., won . 


through its Wilo Nine in a game of base- 
ball played on Saturday, September 27, 
at Danvers, Maés., by a score of 6 to 1. 
The winners ofithit and outplayed the 
visitors. Gagnon’s play was again a 
feature. Weafer gave a remarkable 
exhibition of first base covering, chasing 
two flies almost to the stands in foul 
territory. Dana, formerly of Squantum, 
played a nice game for the winners. His 
triple in the fifth drove in two runs. 

Two doubles by Catcher Sullivan of 
the Cambridge team were the only real 
hits off Hart. 


MORE BASEBALL 


Wilos Lose to Boston Navy Yard— 
_ Score 2 to 0 

In the game of Saturday, October 4, 
the Wilos of Danvers lost to the Boston 
Navy Yard baseball team by a score of 
2 to 0. Desmond’s long home run in 
the fourth inning put the navy men into 
a lead that was never overcome by the 
home team. 

Hart pitched good ball for the Dan- 
vers team. The game itself was well 
played all the way. 

The Danvers team will play today, 
October 11, and will close its season with 
a double bill on the holiday. 


DIRECTORS MEET 


New England Shoe and Leather 
Association Board Transacts Much 
Business 

The directors of the New England 
Shoe and Leather Association held 
their first regular meeting subsequent to 
the usual Summer recess, October 1, 
President Harry I. Thayer presiding. A 
large amount of important business was 
transacted, the directors among other 
things voting to request the members of 
the association to write their represen- 
tatives in Congress protesting against 
the Siegel and Jones Bills, providing for 
the cost-marking of merchandise; ap- 
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proving the fund for-the assistance of 
the Massachusetts State Guard and 
loyal police, and approving the financial 
campaign in behalf of the Community 
Service Clubs, successor to the War 
Camp Community organization. 

The board also voted to refer to a 
committee the question of preserving 


the Daylight Saving System in New 


England and contiguous states. 

President Thayer was appointed 
official delegate from the association to 
the National Foreign Trade Council. 

The New England Shoe and Leather 
Association has recently had a number 
of accessions to its membership. The 
following concerns were voted in at the 
last meeting of the Board of Directors: 

Herbert F. French & Co., public 
accountants, Boston; Henry Gitterman 
& Co., 85 South Street, Boston; Nathan 
D. Dodge Shoe Company, Newbury- 
port; Williams, Kneeland Company, 
South Braintree; G. Lyman Snow, 114 
Federal Street, Boston; Bailey, McEI- 
wain Company, Hudson; Consolidated 
Shoe Company, Inc., 212 Essex Street, 
Boston; and Washburn-Skilton Com- 
pany, 10 High Street, Boston. 


DEATH OF FREDERICK TARR 


A Well-Known Lynn Shoe Manu- 
facturer 

Frederick L. Tarr died at his home in 
Swampscott last Saturday, October 4. 
He was born in Lynn in 1862. When 
20 years old he started to learn the shoe 
business in Warren Porter’s factory in 
Lynn. He went to Concord, N. H., 
when Mr. Porter moved his business 
there. Later he and the late J. B. 
Thomas and Rufus Thomas formed the 
firm of Thomas Bros. & Tarr, Lynn. 
After the death of Rufus Thomas the 
firm name was changed to J. B. Thomas 
& Tarr. On the death of J. B. Thomas, 
the Thomas estate and Mr. Tarr con- 
tinued the business. In January, 1916, 
Elmer B. Thomas, grandson of J. B. 
Thomas, sold the interests of the 
Thomas estate in the firm to Mr. Tarr. 
James A. Breed of Lynn joined the 
firm. It continued business under the 
old firm name of J. B. Thomas & Tarr. 

At the funeral of Mr..Tarr, which was 
held at Swampscott, October 7, the New 
England Shoe and Leather Association 
was represented by a special committee 
consisting of Messrs. James Brophy, 
Thomas W. Gardiner and O. H. Casa- 
vant, all of Lynn. 


EXECUTIVE HEADQUARTERS 
H. & J. Shoe Company Opens New 
Office 

New executive offices and sales head- 
quarters have just been opened at 100 
Summer Street, Boston, by the H. & J. 


Shoe Company, o* 60 K Street, South 
Boston; Ernest D. Haseltine Company, 
Haverhill, and the B-E Shoe Company. 
The premises were formerly occupied by 
the Daniel Green Felt Company. 

This very centralized location com- 
prising some 8,000 square feet of floor 
space will be found a source of much 
convenience to customers aside from the 
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splendid facilities which it provides its 
occupants. 

Walter Edelstein, who is president of 
the three above named firms, states 
that a large office force will be working 
at the new headquarters within a few 
days and that the general plans for 
better customer service which have been 
made are already apparent. 


Haverhill 


CONCERNS INCORPORATE 


Several New Houses Prepare to Do 
Business in This City 


Under charters and incorporation 
from Massachusetts four new shoe 
manufacturing concerns are beginning 
business in Haverhill. These are: The 
Hartman Shoe Company, with Albert 
Hartman, president, and Louis Hartman, 
secretary; Claremont Shoe Company, 
with Israel Miller, president, and Joa- 
chim Rickard, treasurer; the Farber 
Shoe Company, with Max Farber, 
president; Martin & Dierauer, with 
Edward Dierauer, president, and Harry 
Martin, treasurer. 


EXPORT TRADE 


Size of Local Factories 
Foreign Visitors 


Amaze 


Export trade is interesting many 
manufacturers in this city. Preparations 
are being made to seek and serve this 
trade with greatest energy. It has been 
found that certain lasts are more to be 
desired than a long line of widely vary- 
ing models. 

Buyers for foreign firms marvel at the 
bigness of Haverhill’s shoe industry. 
The size of some of the factories inspire 
expressions of amazement. Representa- 
tives of Lilley & Skinner, Ltd., of Lon- 
don were in the city recently sampling. 


Brockton 


TIMELY ADVICE 


A Suggestion for Buying on Present 
Market 


“Shoe merchants will do well to buy 
on present market if they have orders 
to place,”’ said one Brockton manu- 
facturer in speaking of present and 
prospective trade conditions. “Buying 
is heavy, the leather market is firm, and 
all signs point to a continuation of 
business on present lines.”” He con- 
tinued to express opinions along this 
trend of thought, all of which seemed to 
accord with the conclusions reached 
by others. 


PRODUCTION BENEFITED 


An Easier Labor Market—Advance 
Orders Received 


Business in Brockton factories is re- 
ported good. Production is benefited 
by the easier labor market. Advance 
orders are being received. Calls for 
stock styles are making daily shipments 
sizable. The Brockton Fair, a yearly 
event of widespread interest, turned 
thoughts from trade channels recently, 
and coaxed many to take a day off and 
mingle with the thousands who make 
the annual pilgrimage to this play- 
ground. The local shoe factory heads 


and Operatives returned to their work 
on Monday last with renewed activity, 
being much pleased with the holidays 
decided upon by the shoe manufacturers 
to enable all to participate in the big 
days of the Fair. 


DEATH OF SHOE SALESMAN 


Traveling Man Who Was Long Em- 
ployed by Walk-Over Shoe Co. 


Harry McClelland, who, for more 
than 40 years, represented the George 
E. Keith Company as a traveling sales- 
man, died at his home in Philadelphia 
recently after a long illness. 

During the past few years he had 
traveled in Pennsylvania and New 
Jersey and his territory will be covered 
by his son, Harry, who for several years 
has been representing the Keith Com- 
pany in Oklahoma and Texas. 


FROM MUNITIONS TO SHOES 


New Manufacturing Activities at 
Sterling Plant 


The Center Street plant of the 
Sterling Motor Car Company, which 
aided so much to help the Allies whip 
the Kaiser by the record production of 
tons of munition during the war, is soon 

(Continued on page 131) 











104 


BOOT AND SHOE RECORDER 

















AZTEC 
CALF 


Ae CALF is recognized 
the world over as the stand- 
ard of excellence for Spring and 
Summer shoes, for men, women 
and children. Pliable and strong, 
this leather is pleasing to the eye 
and comfortable on the feet. 
Aztec Calf will be offered in the 
coming season’s fashionable 


shades. 


NORWEGIAN 
VEALS 


Cc of Gallun’s specialty 

leathers—a heavy, rugged, 
high-grade leather that is the first 
choice of high-grade manufact- 
urers for the popular brogue shoe. 
Norwegian Veals are suitable for 
both men’s and women’s shoes 
and are produced in two colors and 


black. 












reat" > CO 


MANDARIN 
SIDES 


CHROME tanned side leath- 

er made in glazed and board- 
ed finish and offered in two colors. 
Mandarin Sides are strikingly at- 
tractive and of the highest in- 
tegrity. They are designed to. 
meet the call for fine shoes that 
can be sold at prices demanded by 
the great majority. 





LUN 


VIKING 
CALF 


A STRONG grained mellow 
calfskin that is moisture- 
repellent. This leather does not 
peel or chip and is especially 


adapted for a high-grade shoe. 
Viking Calf is favorably known 
and universally used by discrimi- 
nating shoe manufacturers. It 
takes a brilliant polish and is 
offered for the coming season in 
five colors and black. 





A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


H. A. ELY, Manager, 


11 EAST STREET, BOSTON, 
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IN-STOCK 


for 


At Once 
Delivery 
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A 141—No. 14 A 140—Hav. Bro. 
Russia Calf Lace Kid Button 


HARNEY STANDARD STYLES 


FOR AT ONCE DELIVERY 


126—Pat. Vamp 9” Lace, Mat Cab. Top, 18-8 LL. Heel, AtoD $7.25 
155— ‘ “Fawn Cloth Top, 19-8 LL. Heel, AtoC $7.15 
129—Mat Kid, 9’’ Lace, Mat Cab. Top, 18-8 LL. Heel, B and C $7.50 
1 «© 81%" Pearl Button, 19-8 LL. Heel, AtoD $8.75 
138—Black Kid, 9” Lace, 19-8 LL. Heel, AAto D $8.25 
149— 14-8 LL. Heel, Band D $8.25 
139—Hav. Brown Kid, 9” Lace, 19-8 LL. Heel, AAtoD $9.00 
140— 814” Pearl Button, 19-8 LL. AtoD $9.50 
141—No. 14 Russia Calf, 9” Lace, 14-8 Mil. AtoD §$8.75 
151— “ 148 LL. AtoD $8.75 
152— “ “ “ 63288 “ 18-8 L AtoD $8.75 
153—No. 13 Russia Calf Vamp, 9’’ Lace, No. 25 obec Top, a 
Mil. Heel, AtoD $8.75 

134—Gun Met. Vamp 9” Lace, Mat Cab. Top, 

14-8 Mil. Heel, AtoD $7.50 
154—No. 18 Gray Nubuck, 9” Lace, 19-8 Full Louis Wood 

Covered Heel, AA to C $9.50 


In-Stock Terms 2-10 Net 30 if closed by Open Account, and 
with an extra 30 days’ dating if closed by Trade Acceptance. 


Prices Subject to Change Without Notice 


J. HARNEY SHOE CO. 


Factory: Lynn, Massachusetts. 


Boston In-Stock Department 78 Lincoln Street 


"Che Shoes You Order Are the Shoos You Get” 
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These men know the value 
of Goodyear Repairing Machinery 


OODYEAR Welt Shoe Machinery remakes the shoes brought you for repairs. It does 
not cobble — it rebuilds them. People know this. And so they take their shoes to 


the shops where they can get them rebuilt by the Goodyear Welt Shoe Repairing System. 
Such shops prosper. It saves you time and money and brings you increased business 
through satisfied customers. 

Write for plan and catalogue of the various style outfits we make 


United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 
18 So. Market Street 37 Warren Street 93 Centre Street 286 Third Street 130 Mill Street 306 Broad Street 
New York Brockton Milwaukee Rochester Lynn 
1423 Olive Street 276 Main Street 145 Essex Street 619 Mission Street 221 No. 13th Street 11 Florence Street 
St. Louis Johnson City, N.Y. Haverhill San Francisco Philadelphia Marlboro 

708 Broadway 30 Euclid Arcade 87 Main Street 236 No. High Street 16 No. 2nd Street 216 Chartres Street 
Cincinnati Cleveland Auburn, Me. Columbus, Ohio Harrisburg, Pa. New Orleans 

301 American Casualty Building, Reading, Pa. 
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LOOK! $235 


$4.75 


Extra Special Value 


A. lot of Men’s Welt dress shoes offered away under market 
prices. These numbers cannot be duplicated for less than a dollar a 
pair above our asking price. 


2800° loft 
Only 409066 pairs, First call first served. Samples 
sent if desired, but we advise case orders, as the supply: 


is limited. 2 accky Sales~7200 pairs! 








ert 






















No. 943—Sizes 6-9, 
6-10, D Width, Men’s No. 944—Sizes 6-9, 
Gun Calf English Bal. 6-10, D Width, Men’s 
Drop Toe, Mat Top, Gun Calf English Bal. 
Blind Eyelets, Grain Narrow Recede Toe, 
Insole, Heavy Single Mat Top, Blind Eye- 
Outer Sole. lets, Grain Insole, 
Heavy Single Outer 
Sole. 

















$4.75 





$4.75 


No. 942—Sizes 6-9, 
6-10, D Width, Men’s 
Gun Calf Blucher Cut, 
Round Toe, Mat Top, 
Grain Insole, Heavy 
Single Outer Sole. 


$4.75 


Sold in 24 Pr. 
Case Lots Only 
Stores without statement 
in commercial agency 
please send cash deposit 
to insure prompt delivery. 


TERMS NET, 30 Days 








Samuel Cohen 


“The House That Undersells”’ 
72 Lincoln St., Boston, Mass. 
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The “Soul” of a Shoe 


























Mr. Retailer:— 


The most vital part of a shoe, just like that of a man, is‘a 
Good In-“‘soul.” There is no difference, except in the spelling. 
Vital, because of the real Comfort and Health-giving proper- 

ties that good “insole” possesses. ‘The Dayton” cushion 
insole has these qualities. 


Our high quality cushion insoles will win for you the trade of not only those who 
are now using cushion insoles but many who do not as yet appreciate their comfort. 


a as 
4c - _— —— = IC WIOOc 
OOO soe Se aC _—— - : 301 








They will fit any kind or size shoe for man or woman. 


DAYTON INSOLE CO. 


123 MILL STREET - - 


——— — 


DAYTON, OHIO 
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SPARTAN FOOTWEAR 


For Girls—In-Stock Styles A 
Fomee | 
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98 Last 94 Last 
Style 545 
Showing the three lasts on which our in 
shoes are built. 
om aout, ue con tam, | DBACON-ROLLINS [ene 
2-7, B-E............. $5.25 McKay Welt, 98 
USE. Coe: ini $s COMPANY Tite's, 94 bani, C8 $8.50 
Style 543 he “Spring ok, B-HE.44.75 
Growing Girls’, an 545, exoopt Successor to George F. Daniels Corp. Quninn aa = 208, cantyt 
LYNN, MASS. ae as OF Se. 
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“The — Shoe for Everyman” 








IN STOCK 


sf” wy Pd Torpedo Last 
nf 
o No. 126 
> 9" = Cocoa Gun Metal 
a? OS Calf Bal. Pinked 
© x Vamp. Rubber 
ay ° Heel. 12 Iron Edge. 
& o Great Value. AA 
s to D. 5 to ll. 
4 -Price $9.25 





Two Choice Styles for Right 
| Now Delivery 


Both trade attractors and steady sales- 
makers. Create permanent demand and 
inflow of profits. Buy freely. 


IN STOCK 
Myopia Last 
No. 166 
Cocoa Brown Bal. 
12 Iron Edge. Pop- 


ular Everywhere. 
AA to D. 5toll. 


Price $7.75 





E. T. WRIGHT & CO., Inc. 5 IK 


ROCKELAND, MASS. 


K 2K 
0) eee eee oe pope Bt he 


183 Essex Street Marbridge Building 1215 Market Street Washington Arcade 




















[br adevaae a iene sgeraetatasias nce . 


: , 


" r - 7) vl 7 te 
i oF 10 eS | 


| RE the very things to 

wear at this time, and 
they are more popular now 
than ever before. 


The great mass of particular people, 
who are anxious to be well-shod, feel 
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that a Lace Shoe gives them a better, 
smarter appearance than any other foot- 


wear can achieve. 














There is a style, a snap, a smoothness and a 
very trim look to a well-fitted Lace Shoe. 
They are easy to fit and growing in popular- 
ity each day. 

Order all your Lace Shoes with DIAMOND 
BRAND Fast-Color Eyelets — and look on the 
top of each Eyelet for the Diamond Brand. 


UNITED FAST COLOR 
EYELET COMPANY 


































































































BOSTON, MASS. . 
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“‘ADELPHIA”’ 
Style No. 1116 


Creese & Cook’s “Tony” Calf. 





Real Style Is Here Again 


ETAIL shoe dealers, as well as the public at large, have enjoyed 
R watching Men’s shoe fashions emerge from wartime restrictions 
and return to their normal “snap.” 
This “‘come-back” of style is evidenced in quality of leathers and fine shoemaking quite 
as much as in fancy lasts and patterns. 
Bates Shoes reflect the season’s style-excellence—and at moderate prices. 


Bates Shoes have not only character but dependable makeup. For instance, you will 
scarcely find a smarter, better-value Winter boot than the “Adelphia,” shown here. 


Bates Shoes In Stock, at our Chicago headquarters, give Bates Dealers one of the most 
valuable services a shoe manufacturing concern can give—the season’s large-selling 
styles carried on the floor in a full range of sizes ready to ship. 


Shall we send you the Bates In-Stock Catalogue of Fall shoes? You ought 
to keep a copy at hand. 


A. J. BATES COMPANY 


Central Distributing House 


328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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|fustentores 








Soe Polishes 






Sold in the Market Places of the World 


THERE IS A BUYER FOR EVERY PACKAGE OF WHITTEMORE’S 
YOU STOCK. YOUR MONEY CAN BE TURNED PROMPTLY 


“ s There is a distinct advantage in offering your trade the peer-_ . 0 P 
m~y- pat me will please your Jess polishes produced by Whittemore. A demand for them ham p Bg P rey 
Handy touse, results area pure- already A don’t ep tay) ote om en than B we Fike wc y 
ness teness ears uninterrupted service to public has advertised them ; af. 
original freshness of leather or Ec the best known way—regularly used by millions. _— — — 
















ive Set 
WHITTEMORE BROS. CORP., Boston, Mass. 
Ask your jobber salesman or write us for complete catalog 









“HUBTIP’ sy HEN a SHOE LACES 








APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 














: THAT NEVER LOSE THEIR TIPS 
7 THAT NEVER FRAY OUT 
HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 
37 in. per ore. Strings... 42.20 So's. er gro. Strings... 62.78 iS in per ere: Stags + AB. 
Sess are Strings. . 4.05 C ASSORTMENT CABINET |D are CABINET 
F ASSORTMENT CABINET] 24°" 45.7777 tes.10 18 40 Seeeeeeeee, $3.20 
48 pair 36 in......---- }gg.go] 12“ 84 ones eeese. Pie denese: 
E ASSORTMENT CABINET 36 pair 36 in. — Be Kis ORDER A TRIAL CABINET 
6 Peer Sg tenes ss besos] 1g Se POC fas COUNTER DISPLAY EASEL 
FRANK W. WHITCHER CO.--Mfrs.--Boston and Chicage, U.S. A. 
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Style No. 140—Bed- 
ford Last, Chrome Bal, 
Plump Single Sole, 
1-inch Wingfoot]} Heel, 
Blind Eyelets to Top. 
A shade lighterJthan 
our No. 136. Sizes 
and Widths: AA, 7 
to 11; A, and B 6 to 
11; Cand D, 5to 11. 




















“MAKES LIFE'S WALK EASY” 


TRADE MARK 


—— .. 


ROSSETT customers are sure of one big fact —they get what 
they pay for in Crossett shoes and their customers get what 


they pay for. 
This has always been true all through the thirty-five years in which 
we have been making Crossetts. 
Consistently maintained quality coupled with consistent national 
advertising make Crossett agencies consistently profitable. 


























Fifty-four In Stock styles. Send for catalogue. If be ment is open for your;town 
may we make an appointment for you with our man in your territory?.j 


LEWIS A. CROSSETT, Inc. 


Address all communications to 
NORTH ABINGTON, MASS. 


{AMUN RCAeT E 
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SAN FRANCISCO SALESROOM 
417 Pacific Bldg. 


NEW YORK SALESROOM = BOSTON SALESROOM 
\ Si ersar: Bldég. 58 Lincoln ~ J 
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1644 
BIG FOUR LAST 


Tan Eureka, H y . 
a Widths CDE Inset " 
$7.25 


NTT NIT 














TAN EUREKA uppers, sturdy Oak soles and the Big 
Four last are three points of merit that make this shoe 
popular. Carried in stock and the price is most favorable. 





It is one of several Marion Leaders now in the racks for 
quick delivery. In all Marion shoes you get that com- 
bination of WESTERN QUALITY and EASTERN 
STYLE which makes customers and keeps them. 
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Market Quiet but Firm 


Although Business in Leather Continued Rather 
Slow the Period of Waiting Is Nearing the 
End---Strong Raw Material Market 
Precludes Hope of Cheaper Leather 


While trading continues dull, there 
is a firm tone to the market and there 
has been no decline in leather prices. 
There appears to be a sort of waiting 
tendency until general conditions be- 
come more stabilized. New business 
is slow, although buyers of leather are 
in the market and looking about with a 
view to replenishing their supplies. 

A good many old contracts still re- 
main unfilled and the quiet period is 
giving tanners a chance to catch up 
and pay a little more attention to some 
of the business they were obliged to 
turn down some months ago. Some 
good grades of side leather are being 
sold at from 60c. to 80c. per foot and 
for some poorer grades even from 
40c. to 60c., according to selection. 


Sole Leather More Active 

There is not much new business in 
sole leather, although there is an even 
trading which keeps prices up a little 
higher than one year ago. There have 
been considerable quantities sold in 
Boston during the past week, with a 
good call for heavy hemlock stock of the 
better grades. Tannery receipts are 
well cleaned up at full quotations. 
Tanners of sole leather call attention 
to a more active market and are firm 
in the belief that higher values will 
prevail than now. Some of the pur- 
chasers who have been out of the market 
for the past six weeks, having found no 
weak spots, are coming into the market 
or preparing to purchase for the new 
run. Prices are still in keeping with the 
quotations below. There is fairly brisk 
trading in practically all kinds of sole 
leather excepting chrome sole, and in 
this new business is quiet. 


Upper Leather Situation 


The expected break incident to the 
drop in hides of a month or two ago did 
not materialize and only a period of 
dull spell in upper leather resulted. 
There were, however, more bargains in 
sight and some very good offers were 
made of more or less inferior selections, 
running down to pretty low prices as 
compared to the top peak of the market. 

Calf and kid leathers remain in about 
the same general state. Colors are in 
most demand and are quoted, in calf, 


<= 1 
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Va 
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ew of Leather 
Supplies and Prices 
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all the way from $1.00 to $1.50 a foot. 
Black calfskin is also in request, partic- 
ularly for export trade, with prices a 
little less thas for colors. 

Prices on the better grades of side 
leather range from 70c. to $1.00 per 
foot. Heavy leathers and waterproof 
leathers are selling, also elk leather, 
which is in small supply. 

There is a good demand for patent 
leather, although the weather conditions 
have been very much against manu- 
facturing it. The prices range from 85c. 
even up to $1.25 a foot, according to the 
kind and quality. 

There is virtually no change in the 
hide and skin market, excepting that 
there is a much more active demand for 
hides. Some large sales of hides were 
made in bulk last week, with prices about 
2e. under the prevailing rate. Although 
practically all hides and skins are from 
50 to over 100 per cent higher than a year 

(Continued on page 130) 


Sole Leather 


Hemlock sole, Ns Rs Bos. 5.4.5.0-6:60.% 
Hemlock sole, seconds, mid...... 
Oak sole, No. 1 bends 


Oak sole, No. 1 backs, all weights............ 


Union steers, flat 

Unions cows, flat 

Offal, hemlock heads....... 

Offal, hemlock bellies 

Offal, hemlock shoulders.......... 
Union offal, heads 

Oak offal, heads 


Chrome, S. A. dry hide, 7% to 10 iron, sides. . 
Chrome, green hide, 6 to 8 iron, sides......... 


1918 1919 
Cents per pound 
56 @57 58@ 60 
54@55 —@ 58 
85 @92 -10@1. 25 
80@85 
84@85 
80 @383 
17@18 
23 @25 
38@40 
24@25 
27@28 
Cents per foot 
43 @50 
—@50 


1910 


25 @26 
23@24 


—@ 
—@ 
17@ 
20@ 
39@ 
23@ 
26@ 


55@ 
55@ 


Upper leather quotations are not given owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


Heavy native steers 
Heavy native cows 


Chicago City calfskins 


1919 


48@ 50 
47@ 48 
37@. 38 
90 
46 


1918 
Cents per pound 
—@30 
—@28 
—@21 
34@44 
—@34 


1910 


70@ 
3@ 
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Patent 
Dull and 
Tan Leathers 


IN STOCK 










Give the utmost in service. Their snappy style makes 
them ready sellers to customers who want the best. 
Order from stock today and watch your sales grow. 


Sizes for Infants, Children and Misses GENUINE GOODYEAR WELTS 
Send for Catalogue 


WILLIAMS, HOYT & CO. 
ROCHESTER, N. Y. 
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= ? = 
= Protect your customers’ feet z 
= . = 
= and their shoes & 
= The Steinbrecher Arch Support is built into the shoe. = 
a This feature is not only a convenience but it pre- = Wo i See om Om Peraente Me. 
OG «serves the shape and hence the appearance of the 5 Furnished with 
= shoe. = + e ‘ 
= The arch itself absolutely prevents broken arches = American Interlocking Shoe Store Chairs 
= and tired feet. = Some of the advantages of these chairs are: 
OH = Steinbrecher Arch Supports can be placed in any 5 Greater Seating Capacity—Chairs Interlock. 
= make or model of shoe, new or old, in a very short cS Greater Comfort— pring, stuffed or full-roll plain seats. 
= time. The appearance of the shoe is not changed— = Economy—They cost less and last longer than wooden 
= it is maintained. = legged chairs. 
= Write for particulars and prices on the Arch Sup- = 
Q ports and Steinbrecher Arch Supporting Shoes. Q AMERICAN SEAT ING [ ONPANY 
= The Steinbrecher Manufacturing Co. = pt AAS pomoni el 
a 1311 North Clark St., Chleage, I. = 1016 Lytton Building Room 601, 119 W. 40th Street 
Mel imeniiiiunenmuununellUouelliuireniuuiie lic 
aEannnanuae TUT 








The Foreign Trade Bureau of the Boot and Shoe Recorder 


_For Advertisers 
207 South Street Boston, Mass. 


An Effective Agency for Promoting the Export Business of the Shoe and Leather Industry 
Its Service Includes 


Detailed Information on Foreign Markets. Registration of Trade Marks in All Lands. 


Foreign Trade Opportunities. Financial Reports. 
Advice on Financing Foreign Accounts. Means and Methods for Forwarding Shipments. 
Translations from or into any language. Expert Advice for Exporters. 

Mediums for Advertising. 
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‘Recorder’ Predominance 


Here are the Facts which Create It: 
N the retail shoe trade the BOOT AND SHOE RECORDER stands as the 


largest-circulating, most influential business journal published for that trade. 
The shoe and leather world accepts this—and has done so for thirty-seven years. 


No effort to befog this RECORDER predominance and prestige has ever been successful. 


Glance at the following Circulation and Renewal figures taken from the Audit Bureau of 
Circulation’s official annual reports of shoe trade publications, covering the twelve months 
ending July 1, 1919. The “A. B. C.” is recognized as the authoritative and impartial certifier 
of actual piolilication facts. 








Recorder’s Circulation Predominance 


“RECORDER’S” net paid circulation, according to 
latest Audit Bureau of Circulation’s statement, shows a 
lead over its nearest competitor of.................. 38 97 


Recorder’s Subscription-Renewal Predominance 


“RECORDER’S” percentage of renewals, according to 
latest Audit Bureau of Circulation’s statement......... 88.817 


Nearest Competitor’s percentage of renewals, accord- 
° ° ° ei Figures 
ing to latest Audit Bureau of Circulation’s statement.. not available” 


Recorder’s Advertising Predominance 
“RECORDER’S” display advertising, January 1 to 
Geamet 4 OO00.,........:.:.. oR, .. ce ee 3,299 pages 
Nearest Competitor’s display advertising same period. . 2,464 ‘ 


Showing a lead over its nearest. competitor for the same 
| AREER, See Nek Mar me PaCS Seca), hans 33 87 


Also Remember This: 


RECORDER subscribers pay $3.50 per year for the paper. Nearest Competitor’s subscribers pay $3.00. 


RECORDER advertisers pay a larger space rate than any of its competitors. 


The RECORDER offers no “special-issue” inducements to advertisers. The fifty-two editions of the 
RECORDER each year are all regular—comprising the best-edited, most helpful business suggestions and 
business news feceived by the successful, best-rated retail shoe merchants of the country. 


BOOT AND SHOE RECORDER PUB. Co. 


Sprit BV few 


Treasurer and General Manager. 
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“USH-FLEX | 


FENTON PROCESS — 
A Style Ahead 











The Riffle Pump 
Made from Blue Suede 


Allow us to quote you this style in all 
leathers. 

It is an exclusive Fenton design which is 
pleasing to the eye. 


Note the light sole and heel 
work in Cush-Flex shoes. The 
lines are trim and neat, making 
them graceful in appearance. 


8 ON OES Oe NT EP 


The John§Fenton’Shoe Mfg. Co. Columbus, Ohio. 


ere amige trees hae eee ee 
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A Study of Shoe Store Service 


Opening of Ripp Shoe Company at Madison, Wisconsin, Reveals a Trim 
Store with a Definite Selling Policy 


HE Ripp Shoe Company of Madison, Wiscon- The establishment is a model of its kind. It is finished 
sin, formed a new corporation on June 16 last, throughout in French gray, the fixtures, draperies and 


with a capitalization of $20,000. 


front being worked into this color scheme. 


The officers and directors are as follows: President, Fifty-six opera seats finished and upholstered in 
Wm. F. Gleue; vice-president, Conrad F. Martens; French gray accommodate the customers. A nicely 











furnished cosy corner has been 
established for the ladies, while 
three large mirrors six feet in 
height adorn the ladies’ side of the 
store. 

This store carries a complete 
line of ladies’ silk hosiery in all of 
the new shoe shades. 

The formal opening of the store 
occurred on the afternoon of Sep- 
tember 10. Music was furnished 
for the occasion and all of the 
officers ‘were on hand to greet the 
customers, who filled the store to 
overflowing during the day and 
evening. 





Interior of Ripp Shoe Co., Madison, Wis., Equipped with Fifty-six Fitting Chairs 
; The Modern Salesman 


secretary, J. M. Ripp; treasurer, Erwin W. Gleue; Some stores sell on a 6 per cent basis, some as high 
board of directors, Wm. F. Gleue, J. M. Ripp, R. C. as 11 per cent, while many pay only 4 per cent. 
O’Malley, George P. Hambrecht, Erwin W. Gleue, Regardless of the commission, the salesman must sell 


Contad F. Martens and S. E. Walsh. 


more merchandise if he is to increase his income, and 


William F. Gleue is president of the Gleue Brothers the only way that he can make, these increases is 


store at Grand Rapids and also 
manages a store at La Valle. 
During ‘four months of the 
year he travels for the Goodrich 
Rubber Company, devoting the 
other eight months to the several 
stores. 

The local store will be managed 
by John M. Ripp, former owner 
of the Ripp Shoe Store on State 
Street. Mr. Ripp will also do 
the buying for the company. S. 
E. Walsh will be head clerk and 
window trimmer; Erwin W. Gleue, 
treasurer and clerk; Jacob J. 
Buellesback, clerk; Charles Zach, 
clerk and foot specialist; and Mrs. 
Fred Schmidt, cashier. 


The store is equipped with a complete new stock of 
merchandise. The fixtures and shelvings are new. are: 1. Appearance. 2. Language. 








Ripp Shoe Co., Madison, Wis.—French Gray is Color Scheme of This Store Front 


carefully to study the three general divisions. They 
3. General In- 


A new daylight lighting system has been installed. telligence. 
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Today’s Situation--- lis Solution Through 
Association 


By T. C. MIRKIL, Secretary-Commissioner of the N. S. R. A., Before the Georgia Shoe Retailers’ Association 


the enormous taxes on excess profits. I have 

heard the statement made that many manu- 

facturers paid out more money in taxes for labor and 

there are those of us who believe that no more appro- 

priate place to start in reducing the cost of living can 

’ be found than in cutting down considerably the pres- 

ent extravagant operating expense of the United 

States Government. The latest estimate by Secretary 

Glass gives $6,500,000,000 as our income this year. 
Lack of a budget system makes 


N 7 E could not have financed the war except for 


has there been greater need for co-operation among 
retail merchants for calm study of our problems, for 
purposeful action through association. ‘United we 
stand—divided we fall.” A great wave of pernicious 
publicity has falsely and unjustly labeled the retail 
shoe merchant as a profiteer and however unfounded 
we know the charge to be, the fact remains that the 
craft has been put upon the defensive by the Igoe 
Resolution passed by the House at Washington direct- 
ing an investigation by the Federal Trade Commis- 
sion into the high cost of shoes. 





it impossible to guess at expendi- 
tures and any time new bills may 
be sprung by any of the 20 odd 
committees of Congress to further 
tap the treasury. If taxes were 
reduced to a reasonable amount 
and the Government itself set an 
economical example, I am won- 
dering if it would take so very 
long before there would be 
something like return of stable 
conditions. 


The American Business Man 
Is the Patriot of Today 


Not far distant is the time when 
American business men will go on 
strike, a stern note of protest 
against those hypocrites who are 
spreading broadcast the slander 
‘that the retail merchant, the 








The Shoe Trade -Welcomes 
Investigation 


The shoe trade as a whole has 
nothing to fear from any inves- 
tigation provided it be fair and 
predicated upon sound economic 
reasoning. But listen to this 
latest report which comes from 
Washington anent the amendment 
to the Lever control act, which 
puts “teeth” in the present law 
and is designed to prevent profit- 
eering. This amendment has 
passed the Senate and has been 
sent to conference. The Senate 
Committee added to the Heuse 
resolution, among others, the fol- 
lowing: “And provided further, 
that to make unjust or unreason- 
able a rate or charge in handling 








manufacturer, the business man, 
generally, is a grafter and a profit- 
eer, while politicians, farmers, and 
labor agitators are the only true patriots of the 
day. 

Whose record throughout the war is any cleaner 
than that of the merchant, the manufacturer, the 
industrial captain? Gentlemen, it is high time we 
call the turn on the hypocritical politicians and pro- 
fessional agitators who are endeavoring to poison the 
public mind against American business men. Who 
but the American business men will be the ultimate 
dependence of our country for peace time reconstruc- 
tion and a progressive development that will keep us in 
the van of the world? 

Collective thought—collective effort—co-operation 
—association is most needed today in business. 


Never before in the history of the shoe business 


T. C. MIRKIL 


or dealing with any necessaries, 
except where there has been a 
conspiracy, combination or ar- 
rangement with references to prices, such rate or 
charge must be in excess of the rate or charge filed 
by a fair-price committee, and the Department of 
Justice is authorized to provide for the appointment 
of fair-price committee.” 


Bills Pending in Congress Affect Individuality of 
Merchant 


But the worst is yet to come. We have the Siegel 
Bill, the Jones Bill and the Stephens-Ashurst Bill 
pending in Congress. The Siegel Bill, which is now 
before the House Agriculture Committee, and the 
Jones Bill, which is before the Senate Committee on 
Interstate and Foreign Commerce, strike at the indi- 
viduality of the retail merchant and are meddlesome 
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to say the least, without offering any real possibility 
of lower prices to the consumer. These proposed 
experiments in legislation where again the blighting 
hand of Government control threatens to blunt com- 
petition would cause the manufacturer to stamp upon 
shoes and all other commodities carried in interstate 
commerce the cost of the article and, in turn, the 
retail merchant would be compelled to plainly mark 
the cost to him on pain of being punished by a $1,000 
fine or a year in limbo or both, at the discretion of the 
court. 


*“*The Retailer Is the Goat’’—(In Satirical Vein) 


Gaily the retailer corrals the tin 
In truly piratical style, 
Blandly he smiles as he gathers it in 
To add to his mountainous pile; 
Well, though he merits the lockstep and bars, 
This author of all human ills 
Merrily puffs at his dollar cigars 
And lights ’em with five-dollar bills. 


High binding booster of shoes and of beans, 
Deserver of cuss word and swat, 

Aces you hide in the cuff of your jeans, 
And always you rake in thé pot. 


Plumbers may strike for Jess work and more pay 
And actors may kick for their rights, 

Retailers put in a twelve-hour day 
And keep open on Saturday nights; 

Farmers and millers and jobbers charge more, 
And all the world and his wife 

Complain of the prices that heavenward soar 
And threaten the retailer’s life. 


Mostly the ones who continually kick 
And are always up stage and cross, 
Do most of their trading strictly on tick 

And figure as profit and loss. 


And when at the end of a wearisome day 
The retailer clears a few cents, 

The landlord strolls by in his landlordly way, 
And thoughtfully raises the rents. 


Now mark ye, good folks, and mark ye right well, 
Whoever is rocking the boat 

And putting the ell in H. C. of L., 
The retailer’s merely the goat! 


Legislators Are Not Worrying Over Production 


Of course, these drastic laws, if we stand idly by 
and permit them to become laws, will not grow more 
hides, nor enable the shoe manufacturer to get an 
honest, efficient hour’s work for an hour’s pay from 
the workmen in the factory—will not, in short, give 
us more shoes to meet the demand for footwear such 
as the world has never known before. But legislators 
are not worrying’ themselves overmuch with such 
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technical problems as production. Sufficient unto the 
day is the evil thereof. The hue and cry has been 
raised and the pack is in full chase after that most 
elusive of all modern bugaboos—the profiteer. 
Get him. He sells shoes—or anything else at 
retail. 


A Step Farther with Stephens-Ashurst Bill 


The Stephens-Ashurst Bill goes a step farther in 
tying the hands of the retail merchant in that it 
would permit the manufacturer to fix the retail price 
of his product by agreement. Ye gods, is there any 
reason to believe that the manufacturer is any more 
honest than the retailer or that he has the interest of 
the public any more at heart? Instead of working a 
blessing of cheaper prices for the consumer, this price 
monoply power placed in the hands of the manufac- 
turer would, in the end, do just the opposite. What 
is more natural to expect than that the manufacturer 
would price his merchandise upon a level that would 
safeguard himself from underselling his own product 
in communities where the cost of retailing might be 
Jower than in other communities? Instead of paying 
the cost plus retai] overhead, plus a fair retail profit, 
would not the public as a matter of fact be forced to 
pay the maximum price at which the manufacturer 


should decide would give him his return of profit. 


wherever the article might be sold? 


Siegel and Jones Bills Basis for Arguments 


Already you have shoes on your shelves at one cost 
and sizes-and widths of the same identical line for 
which you paid more money. The Siegel Bill and 
Jones Bil] would start an argument with every cus- 
tomer that entered your store and unless you Georgia 
retailers get your congressmen back of the fight 
against the passage of these bills and the retail mer- 
chants of every other State in the Union do the same, 
you had best go back home and start your clerks in 
training for a debating society stunt every time you 
sell a pair of shoes. 


National Association Alive to Proposed Legisla- 
tion 

The National Association is keenly alive to the 
seriousness of all of this proposed legislation. As far 
as the proposed investigation of the shoe business 
goes, we are prepared to defend the shoe craft to the 
limit with all confidence that the evidence we will 
produce at Washington, when the time comes, will 
prove incontrovertible. We are doing all that we 
know how at headquarters to stir the retai] trade to 
the danger in these bills that I have mentioned and 
have urged upon 20,000 merchants. who comprise,our 
mailing list to immediately send a letter, vigofously 
protesting to their representatives and semat 
against all such legislation. a 6Ud 
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Why the Lock Thread Holds 


on Neolin-soled Shoes 


ROBABLY there is no more essen- 

tial feature of the standard method 
of Nedlin Sole application than the use 
of thread of the same cord for lock 
thread and shuttle stitch. 


For with thread of the same size on 
bobbin and shuttle, the lock is made 
near the top of the sole and the liability 
of ripping is reduced to the minimum, 
since a deep lock makes a bigger hole 
that often becomes a defect with the 
strain of wear. 


This method of stitching is especially 
effective when soft weave thread is used 
to prevent that cutting of the sole in 
the forming of the lock stitch. 


The adoption of this and other essential 
features of the standard method of 
Nedlin Sole application by 145 of the 
leading shoe manufacturers has made 
possible a guarantee of all Nedlin-soled 
shoes for permanent sole attachment as 
well as for maximum sole wear. 


These shoe ‘manufacturers are making 
their spring styles of Nedlin-soled lines 
according to this standard method of 
Nedlin Sole application. 


Thus, retailers can take immediate 
advantage of the new Nedlin Sole guar- 
antee by placing their orders now. 


Tue Goopyvear Tire & Russer Company 
Akron, OHI0o 














Reason No. 5—For the New Guarantee 


If you are not thoroughly familiar with the operation 
of the new direct Guarantee on Nedlin Soles—write for 
our booklet ‘‘Nedlin Sole Guarantee and How It 
Operates.’’ 

Goodyear Wingfoot Heels are the walking mates of 
Nedlin Soles. They also are guaranteed—to outlast all 
other heels, rubber or leather. And they’ re so dependable 
that only 1 pair in 352,000 is returned for adjustment. 


Neolin Soles 


i 
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Hopkins & Ellis turns of quality are sought 
by retailers who cater to women with discrimi- 
nating tastes. 
They present a splendid combination of smart 
style, real value and careful workmanship—and 
they make friends wherever they are worn. A sure 
way to do a big business next Spring and Summer 
is to™stock up on Hopkins & Ellis Quality Turns. 


HOPKINS & ELLIS 


HAVERHILL MASS. 
Boston Office 1O8 Lincoln Street 
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She 
em Goodyear lt Welt 


Nature Shaped Shoes for Children | 
_IN STOCK STYLES | 


, Veer Bet 













Is a cinch if it is sup- 
ported by numerous 
additional sources of 
supply. A Bleecker 
Bulletin has been alife 
saver for others. 


No. 2039 | | 
Gun Metal Polish vn @ui 
“‘Wearproof”’ RR 
Linings 
IN-STOCK 


5-8 3.15 
81-211 3.60 
111-22 4.25 


It will help you if 
you will help your- 
self and 


Use the Wires 


Bit — NaN yl EA iO CO: lo j Ss) : rp ay 
“BLEECKER SHO De | =y ee 
=THE =e LIVE W WIRE E HQUSE = : IN-STOCK 









NOVELTIES & STAPLES 
WOMENS HENS BOTS-ARLS oe ee co. 






NEW YORK, NY. 


Service is Rent aa ELLIOTT 


vital just now7 




























Maintenance 
Service is the 
result of years of 





ys can better serve your cus- experience. 
tomers— It will fit your 
needs best. 
You can better serve your own 
interests through increased sales— Or Every 
, . If you advance 
You can develop your business in prefer made in 
many ways, if— to own a Button 
Machine Attaching 
You sell your customers shoes and Buy an Machines 
LET US ACQUAINT YOU ELLIOTT 


WITH ALL THE ADVAN- 
TAGES OF SELLING HOSIERY 
WITH SHOES. 


G. & A. WISE PT 
130 FIFTH AVE., NEW YORK ELLIOTT MACHINE CO. - Grand Rapids, Mich. 


=— 


Ask Your Jobber for 
The Elliott Plan 
or write us. 
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CRAWFORDS ‘egy 


IN-STOCK 


,t 


Etonic shank feature Crawford 
Arch Support 


CARLTON LAST is 


Style 543 


Crawford, Etonic and 
Unbranded 


Price $10.25 


Style No. 543—Cherry Calf Vamp and Top. Bal—Carlton Last, One-Inch 
Broad Heel. Twelve Iron Single Sole. Code—ARROW Widths AA-D. 


In this shoe we have combined our popular Carlton last and our Etonic 
shank feature with the renowned Crawford arch support. This style is a 
popular seller. It has fine lines, yet appeals to the practical customer because 
of its corrective arch feature. This support is a benefit to every wearer. 
It corrects arch troubles and at the same time prevents the foot from falling 
below the proper point, thus preventing troubles that might arrive. 


This feature is carried in stock in two Vici shoes—Bal and Blucher. 


Send for new catalog or for samples. Quick 
shipments on shoes in stock. 


CHARLES A. EATON COMPANY 


BROCKTON, MASS. 
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WHEN OTHER SPAT 
MAKERS HAVE FAILED 
TO DELIVER THE 
GOODS YOU ORDERED 
CALL FOR 





TRADE MARK 


efea Spats | 





FEATURING A 
12 BUTTON 
GAITER No. 125 











We will help you out of your troubles. We have in 
stock the number illustrated here for immediate delivery 
in colors of fawn, taupe, castor, brown and pearl at 
$16.50 per dozen, less 3 per cent 10 days, packed in single 
boxes, sizes 13 to 7 inclusive. Black made on order. 
The special feature of our number is the exceptionally 
fine grade of material used. Special re-inforcements of 
the buckle and strap. 

TAKE PARTICULAR NOTE OF OUR UNSEEN 
1 FAR DIFFERENT THAN THE ORDI- 
i . 


FEDERAL OVERGAITER CO. 


Makers of Overgaiters, Etc. 


16 E. 12th Street 
NEW YORK 


Exclusive Makers of the Fox 2 Ply Shoe Tongue Pads 








THE ONLY 
SCREW HOLES lé 
IN THE WORLD ff 













You drive the screw holes with a hammer in any 
material. 


The screw holes are made for wood screws or 
machine screws to fit all sizes of screws. The head 
is removed and you leave a permanent screw hole. 


The Stine Screw Holes Co. 


Once a Screw The Biggest 
Hole, = WATERBURY, CONN., U.S.A. | Tittle Thin 


a Screw Hole 27 in the Wor 


























Some of the Reasons Why Screw Holes Will Be Bought and Used and Not Become 
Dead Stock for Anyone 

t—They can be used without damage to receiving eee ee SR See 

o—They enable to standardise to wood or ma- 17—This is a patos ONS Wests of cubecent 

active pereee Mi stinn Geos ab batp tame hosp ta oe 

front line of progress. 


— 18—Be the first to stock up im serew holes if 
4~ECONOMY—They save more time value than the yoaee Any 4 ap 
nothing using 19—Be the first to install ecrew holes in your 
te gy Aone = Oe a ela shop or factory, as you begin {0 save money foen 
eee 20—In opie of the high cost of bras, screw holes are 
7—Special tools are NOT needed in using them in any BE tere ae = sua es 
&—They can be used in any place a screw can be used. Snes is ot oe —s = = 
using screw holes, screws can be used in many eat ET. in screws 


tone not tet your customer ack xen fer weecw bate 
10—These are the only ready-made screw holes in the before you them in stock. ALIVE WIRE. 


fit any wood screw or machine screw now in stock. 
19—They make the neatest possible job in any material. s— are the result of Necessity being The Mother 
fy Ky — Ey fF 4 26—Anyone who can drive « nail can ase screw holes, 


ocrews 29—In fact there NO REASO! screw holes 
all users of screws. - ited should NOT be used. — 


Each of these reasons are enough to Sell Screw Holes. There are many other reasons. 


Write at once for our handsome Color Card showing screw holes in various materials which will be 
sent on request, together with samples and price list. 




















Subscribe to 


AMERICAN 
SHOEMAKING 


CONSOLIDATED WITH 


SUPERINTENDENT 
AND FOREMAN 


America’s two leading factory publications 
published as one superior journal, containing 
technical information of vital importance to 
the shoe factories of the world. Subscription 
price $2.00 per year, including a copy of the 
Shoe Factory Buyers’ Guide. 


SHOE TRADES PUBLISHING CO. 


683 Atlantic Ave. 
Boston, Mass. 
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IT’S A WINNER! GET IT NOW! 


Deliveries from floor stock at once 


KEITH’S KONQUEROR “ACE” 


Sizes AA to D, Widths 5 to 11. Price $9.50 
Have YOU Our In-Stock Style Catalogue? 


THE PRESTON B. KEITH SHOE CO. 


BROCKTON (Campello Sta.) MASS. 
New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex Street 


Keith’s Konqueror it 
‘Ace is a long drawn i 
out English Last it 
with square throat it 
and one inch heel. | 
Made up of Tan 
Calf in our usual i 
high grade way. ) 
Ask for stock No. 
760.. | 
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THE IMPROVED 
INVISIBLE TOP-TREE 


Hothies wil on quatacins Gangeed Ramm of pape ul} ctyten She May- 

pow'g Teele Sen 

Hundreds of ome ARE PELE these 

Tsoat they improve the the abe yop ey 
a cen’ you a 

See: SY ee anes cold roll steel steel and cost you only $6.00 


geben Paior canpies cod cat wove See how much more 
attractive and handsome the shoe looks when supported by Mayhew's 


Top-Tree. 
We will make exchange on all 1917 Top-Trees * “Direct only” at a 
charge of 25c per pair when old Trees are returned. 

ORDER BY NUMBERS 
No. 8 for open form. No. 6 for closed form. No. 4 for men. 


Better Shoes in Your erharsmng 





JAMES N. MAYHEW CO., Inc. 


MINNEAPOLIS - - > MINN. 


























MANUFACTURERS PREFER] 






Patented 
Feb. 
1913. 


Secon bo used with ony san er chage of bachie os bow. This provides 
an unlimited range of styles for the retailer. 

A trial of the ““DALCO” ee ee ee 
it is preferred to all others. 

Full information with samples upon request. 


DALRYMPLE-PULSIFER CO. 
Menufacturere %8 Washington St., Haverhill, Mass., U.S.A. 
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HOTEL ESSEX 


is headquarters for shoe and leath- 
er men. From the day the doors, 
were thrown open to the public 
the Essex has enjoyed the distinc- 


tion of giving service that satisfies. 


400 ROOMS—300 BATHS 
$1.50 4 DAY AND UP 


Hotel Essex 
BOSTON 
McCARTHY BROS. 


Proprietors 
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ELITE SPATS 


ELITE SPATS not only main- 

. tain but add to the appearance 
of the shoes beneath them. Fine 
workmanship on fine materials 
insures snug fitting—the requisite 
essential of good looks. 


BROOKLYN SLIPPER CO. 
409-411 Osborn St. BROOKLYN, N. Y. 
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H OTEL 
IMPERIAL 


Broadway at 32nd Street 
NEW YORK 


Seah 








Recognized Headquarters for 
the Shoe Trade 


Within easy reach of all offices 
of manufacturers and distribu- 
tors, convenient for the visit- 
ing buyer. In the heart of the 
central retail district—con- 
venient for the visiting repre- 
sentative 
and 

in itself a meeting place of 
members of the trade. 


First Class Service in Rooms or Restau- 
rants, and Moderate in Charges 














Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 
American Countries and also in Europe, Asia, 
and Africa? 


Certain Foreign Countries award exclusive 
trade-mark rights in a trade name or mark to the 
first applicant, irrespective of prior use by 
another. This allows the piracy of valuable 
trade-marks in such countries. 


The Boot and Shoe Recorder maintains a 
Patent and Trade-mark Department fully 
equipped to promptly handle your applications 
for Registration of Trade-marks in all Foreign 
Countries, as well as in the United States. 


Address all Inquiries to Boot and Shoe Recorder 
Patent and Trade-mark Department, 207 South 
St., Boston, Mass. . ' 




















a“ i Midway Between Both Railroad 
Terminals 




















Buyers’ Easy Reference Directory 


“hose totally different shoes” 










WOMEN'S FINE SHOES 
IN STOCK! 


No. 9110—Mat Kid 5-eye Oxford. Light |] 
Weight, Goodyear Welt. 18-8 Leather Louis 
Heel. Imitation Stitched Tip. 


r. 9109—Same as above only with Plain 
oe. 

Widths AAtoD Price $7.25 
173 Summer St., 
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No. 9110 









Boston, Mass. 
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HIGH GRADE GOODS 
THE BAKER SHOE CO., 


280 River St., Haverhill, Mass. 
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| (Welt Footwear 
il for Women 

| 1) WELCH, MOSS @ FEEHAN CO. . 
H HAVERHILL, MASS. } 
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Coburn 


Trolley Ladders 


are simple, efficient, inexpen- 
sive, saving time in sales effort. 





Get estimates—send us a rough 
sketch of your store interior, 
showing shelves to be reached 
and let us tell you the cost. 


Catalogue naatnath, 
Coburn Trolley Track Mfg. Co. 
HOLYOKE, MASS. 
AULUOOOODSEOAUOROQUSUGUGHOECOOOOOOUOCCHOSUGEOROSUQEOROGOGOGROSOQORCOSUCUOCOROEDS 

















———— 


its superiority is 80 
generally recognized 
that our market is be- 














IN STOCK 


on the floor ready to ship 


FINEST QUALITY WELTS 


No. 1052 (Made by Cotter Shoe Com- 

any) Patent Vamp, Mat Kid Top, 
Footed Louis Heel, A-D....... $5.75 
No. 1561 (Made by P. J. Harney Shoe 
meee Brown Calf, Plain Toe, 
Leather Louis Heel, AA-D...... $8.00 
Same in Military Heel. 


EIGNER SHOE COMPANY 
173 Summer St., BOSTON 

















FANCY SPATS 


‘The Kind That Fit 


Fine Grade Felt—10 Button 
$14.50 dozen pair 


Extra Fine Box Cloth—10 Button 
$24.00 dozen pair 


SHOE LACES—SHOE POLISHES 
Colonial Buckles, Tongue Pads 


Generel Shoe Store Supplies 
LINCOLN STORE 
SUPPLIES CO. 


The House of Service to You 
1508 Washington Ave. 









St. Louis, Mo. 








Better than real 


porpoise laces 
Look like leather, but, stronger and wear 
longer. Uniformly woven throughout—no 
weak spots. 
We'll e- . eae eng ll quest 
The Narrow Fabric Co. - Reading, Pa. 


Makers of the famous Nufashond Fabric Tip Shoe Laces 
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Milwaukee Advertising Managers 


Two Young Men in Charge of Publicity Start Work with 
the Determination to “Carry On” 


H. P. Plass, the new advertising 
manager of the Weyenberg Shoe Com- 
pany, Milwaukee, Wisconsin, will be 





H. P. PLASS 


Advertising Manager, Weyenberg 
Shoe Mfg. Company 


remembered by the trade in connec- 
tion with his former work as advertising 
manager for the Pfister & Vogel Leather 
Company. 





E. GROTH 
Advertising Manager, Pfister & 
Vogel Leather Company 


Mr. Plass’ college years were spent at 
the University of Wisconsin and the 
Northwestern University, after which 
he spent two years teaching in the high 


schools of Wisconsin. In 1917 he be- 
came affiliated with the Pfister & Vogel 
Leather Company as advertising mana- 
ger. During the war, besides being in 
charge of the advertising for this con- 
cern, he spent much time working for 
Red Cross, Liberty Loan, War Savings, 
United War Work and other relief 
funds. 

Mr. Plass assumes his work as adver- 
tising manager for the Weyenberg Shoe 
Manufacturing Company with the same 
determination to carry on as has typified 
his earnest efforts for his former concern. 

E. Groth, who succeeded Mr. Plass 
as advertising manager at the Pfister & 
Vogel Leather Company, has been with 
the company for a number of years, hav- 
ing worked in the calculating depart- 
ment. 

Mr. Groth has a thorough knowledge 
of production and cost system and is an 
active worker. He takes charge of the 
advertising of the Pfister & Vogel 
Leather Company with an enthusiasm 
which will enable him to make good. 


TRAVELING SALESMEN 
(Concluded from page 77) 


BOSTONIAN SHOE ROSTER 


List of Salesmen and Territories 
Covered 


The following is the roster of salesmen 
of the Commonwealth Shoe and Leather 
Company with territories covered: 
W. C. O’Brien, Western Pennsylvania, 
West Virginia; I. M. Butt, Greater 
New York; G. W. Butterworth, Wash- 
ington, Oregon, California, Alaska; 
A. A. Chapman, Rocky Mountain 
States; J. B. Clark, Arkansas, Missouri; 
C. M. Darrah, Northern Ohio; W. E. 
Davidson, Alabama, Florida, Southern 
Georgia; W. H. Davis, North Caro- 
lina, South Carolina, Northern Georgia; 
L. F. Eastman, Illinois, Iowa; Fred 
Faulkner, Kentucky, West Virginia; 
G. B. Faulkner, Alabama, Missis- 
sippi, Kentucky, Tennessee; R. L. 
Frank, Nebraska, Iowa; E. E. Hes- 
sler, Michigan, Wisconsin; D. C. Hester, 
Louisiana, Mississippi; Charles Jordan, 
Ohio, Pennsylvania; A. Leren, North- 
west; Phil Murkland, Indiana; J. E. 
O’Brien, South; G. A. Philbrick, New 
England; John Roedder, Middle West; 
Simon Ruwitch, Middle West; C. J. 
Sabine, Michigan, Ohio; J. M. Smashey, 
New Jersey, Eastern Pennsylvania, 
Delaware; J. C. Trainer, Eastern 
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Pennsylvania, New York State; R. G. 
Whelden, Connecticut, New York, 
New Jersey; W. D. Wilson, Oklahoma, 
Kansas; J. C. Wilkins, Texas; A. Wol- 
forth, North Carolina, Virginia. 


SOUTHWESTERN CHICAGO 


Joseph G. Kabat Covers the Section 
for Hamton Shoe Co. 


Joseph G. Kabat has been covering 
the southwestern part of Chicago for 
the past three years for the Hamton 
Shoe Company, Chicago. 

Mr. Kabat writes, “Conditions as | 
find them today are very favorable. 
The majority of shoe merchants seem 
to realize that prices are not coming 
down and they are buying, according 
to the orders I receive, very heavily for 
next Spring, as well as placing additional 
orders for the anticipated large business 
that we expect this Fall. 

““My oxford business has been un- 
usually large. White shoes have also 





JOSEPH G. KABAT 


started to move very heavily. I believe 
that in purchasing white canvas shoes, 
the question of price prevails.” 


THE LEATHER MARKET 

(Concluded from page 115) 
ago, the trading will not be materially 
affected, as tanners must replete their 
supplies if there is to be ample 
leather for the footwear for next Spring 
and Summer. Calfskins are still bring- 
ing as high as 90c. per pound for Chicago 
cities. With hides and skins at present 
quotations, leather could not be pro- 
duced at any lower than today’s values. 
This is important for retail shoe 
merchants to realize, for it means that 
delayed purchasing might prove ex- 
pensive in the end. 
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BROCKTON 
(Concluded from page 103) 
to become the center of activities for a 
new Brockton shoe firm. 
The Sterling Motor Car Company, 
which was operated by William T. 
Marsh and brothers, is to be moved to 
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MISSES” AND CHILDREN’S 
SCHOOL SHOES 


BUILT FOR SERVICE 
Style 73—Chocolate Elk Blucher—Unlined—Goodyear Welt 


Infants’, 6-8, Widths, C-E 
Child’s, 8-11, Widths, C-E 
Misses’, 11-2, Widths, C-D 


LISTED IN CATALOG NO. 15 


Boston Office, 110 Summer St. WAKEFIELD, MASS. 





L. B. EVANS’ SON CO., 


Cleveland, Ohio, where the facilities 
for the production of motor cars 
promise advantages which are. un- 
obtainable in the East. 

New interests are reported to antici- 
pate early acquisition of the Sterling 
plant and to transform it into a shoe 
factory. 


Cincinnati 


A WEEK OF SPORTS 


Many Shoe Stores Close to Celebrate 
. Reds’ Success 

Cincinnati has been the great rendez- 
vous for the lovers of sport during the 
past week. Foremost is the world 
series baseball event. It alone has 
drawn an endless flow of visitors into 
the city. Augmented by the great 
world series games is the semi-annual 
horse race meet at Latonia, Ky. Thése 
races alone have sufficient. followers to 
fill the local hotels while they are going 
on. And in addition to these races, a 
300-mile auto race was scheduled to be 
held at the Cincinnati Speedway last 
Sunday, resulting in additional visitors 
to the Queen City. 

So high did the enthusiasm run for 
the marvelous success of the Cincinnati 
Reds that virtually every large business 
house in the city closed its doors in 
honor of that team on Wednesday, 
October 1, the opening day of the world 
series games. Those local down-town 
' shoe stores that closed are: The Potter 

Shoe Company, H. & S. Pogue Com- 
pany, Joseph Pietzuch, Van Meter’s 
Bostonian Shoe Store, The Florsheim 
Shoe Store, The Regal Company, Gib- 
son Boot Shop, Emerson’s Shoe Store, 
W. L. Douglas Company, and the 
Walk-Over Company. 


AN ATTRACTIVE WINDOW 
Baseball Display by W. L. Douglas 
Store 

The W. L. Douglas Company had a 
very interesting window display depict- 


ing the spirit of the city. One of the 
windows carried an artistic baseball dis- 
play in honor of the Reds, and their 
opposite windows carried as equally an 
artistic display in honor of the Sox. 


VISITING SHOEMEN 


Potter Shoe, Company Does Much 
Entertaining 


Visiting shoe men who were in Cin- 
cinnati the past week rooting for the 
Reds were Leo Furtwangler, Greens- 
burg, Pa.; Geo. T. O’Maley, Kansas 
City; Jack Henry, Brooklyn; Chas. 
Meetrick, also of Brooklyn, and Eddie 
Keck of Greensburg, Pa. All of these 
gentlemen were guests of the Potter 
Shoe Company while in the city. They 
followed the Reds to Chicago to see the 
games in that city, and did all they 
could through their earnest rooting to 
assist the Cincinnati boys in cinching 
that pennant. Another visitor was Mr. 
Elliott of Flint, Michigan. Mr. Elliott 
was also an enthusiastic rooter for the 
Reds. J. Wagner of Wagner & Marsh 
Shoe Company, Akron, was also a visitor 
this week. 


HEALTHY TRADING 


Big Sales of Brogues in Men’s 
Lines 


The local shoe merchants report a 
fairly good volume of business. This is 
not what one expected, for in addition 
to the great event which tended to make 
the public forget their personal needs 
for a while, there has been a continuance 





of the unusually long Indian Summer 
this year. 

One of the main features of the healthy 
trading this week has been the sale of 
brogues in men’s lines. Cincinnati was 
slow in taking to these novelties, but 
now that she has once gotten started, 
there seems to be no end. Merchants 
can’t replenish their stocks fast enough 
to meet the demand. 


SALESMEN’S ROSTER 
List of the Julian & Kokenge Co. 


The following is the roster of the 
salesmen of the Julian & Kokenge Co., 
Cincinnati: 

L. G. Arens, the West; Aristides 
Braschi, Mexico; S. S. Brewer, Ala- 
bama, Kentucky and Tennessee; Perez 
Falk, Oklahoma; Fred Farwell, the 


East; Jacob S. Frohman, New York 
City; D. J. Harkins, New England 
States; H.R. Harner, Michigan; C. M. 


Herring, Pennsylvania, Virginia, New 
Jersey, Maryland and Delaware; Fran- 
co-Italian Co., France and Italy; Elmer 
Kokenge, Iowa, North and South 
Dakota; Louis Kull, assisting Mr. 
Mueller in Cincinnati; H. N. Lape, 
large cities of Kansas, Missouri, Okla- 
homa and Denver, Colo.; N. H. Mc- 
Master, Texas, S. E: New Mexico and 
a few towns in Oklahoma; S. D. Mc- 
Naghten, Kansas and Missouri; C. F. 
Mahar, Florida, Georgia, North and 
South Carolina; Carl B. Mason, Wash- 
ington, Oregon and California; H. C. 
Mayers, Ohio and West Virginia; Chas. 
S. Mueller, Illinois, also Cincinnati; 
S. R. Murphy, Canada, Chicago and 
large cities in Iowa; Harlan Rhoads, 
Indiana; F. M. Samuels, Arkansas, 
Louisiana and Mississippi; H. B. San- 
ford, New York and Pennsylvania; 
South Am. Export Co., South America; 
C. R. Terry, Minnesota and Wisconsin; 
John J. Walsh, large cities in Alabama, 
Kentucky, West Virginia, Tennessee, 
Mississippi and New Orleans; F. A. 
Werner, England. 
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CLASSIFIED AND OPPORTUNITIES meters 


“Recorder” rates for space less than one-eighth 


Payment in advance is required, except when regular advertisers,as amounts are too small to open a 





SALESMEN WANTED 


FOR SALE 


LINE WANTED 





ANTED—Drygoods salesman in farmi 
Ww thy pms —_ salary wanted. Rudolph's 4 


Lompoc, 


ANTED—A real live salesman for New York 

City to sell a high-grade line of ladies’ shoes 
that is well known and sells rapidly in New York. 
Send references with first letter. Address B486, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


Sideline, WANTED—AIl territories 0; mood 

side line children’s Goodyear welt shoes, t 
mples. Address K223, care Boot and Shoe 

Reeseder. 127 Duane St.., New York. 


ANTED—Salesmen to carry our line of turn 

shoes in Middle West and Coast territory on 
commission. F.C. Gerber Shoe Co., Orwigsburg, 
Pa. 


ALESMAN WANTED—High class salesman 

to carry as side line overgaiters and Cotero 
Tongue Pads on commission basis. Full commission 
mail orders. Cotero Cushion Mfg. Co., Scranton, 
Pa. 




















POSITION WANTED 


) ig Set shoe salesman and window dresser open 

for position immediately. Address K224, care 
Boot and Shoe Recorder, 127 Duane St., New 
York City. 


YOUNG man recently out of Service desirous to 
locate with shoe or leather concern as assistant 
to executive, correspondent, stenographer-secre- 
tary, or other epee offering advancement. 
accionee < of ee .  cteneareghy. filing, 








care a and 
Shoe Recenter. 207 South Ney , Mass. 


(CHARLES SCOPEREEAN. just returned from 

Citwenty overseas service, is 

A. HM LR 

Before entering the service, Mr. 

i ‘or six years a Boston shoe store 

He feels that he can ange goed and 

like a chance to Somangerete Be knowledge 

aaumee selling ability harles Oppen- 
heim, 702 Tremont Street, Boston. 


ABE ree lpctiing hex 9 cesl coins nage? 








Some 
of shoes who values 


record of 

one well-known whole- 

is “te loave my (resent postion 

reason to leave my ition 

tS that it holds no farther ty for advance- 

it to assume position of sales 

arge account My services 

least $8,000 per year, but I also want 

Seqpepteuniiy toon. to the results 
T prod Address 





rae ne, Sass ond 
Shoe Recorder, 207 South St., Boston, Mass. 








HELP WANTED 


WANTED—A foreman to take complete charge 
of a stitch-down plant fpented, in New York 
City, one that can handle labor and the 
usual in a. with the manu- 
facture of year Apply B495, 
ane tenn eed than ene 207 th St., 
Boston, Mass. 








FOR SALE 


Peerless Eyeletting Machine, 
used only three weeks for special 
work now discontinued. Fitted 
at present for 610 Grommets and 
washers but can be adjusted to 
the use of other eyelets. Further 
details will be given those inter- 
ested. Write Kalamazoo Corset 
Company, Kalamazoo, Michigan. 














BUSINESS OPPORTUNITY 


A SHOE manufacturer doing a large business wi 
retailers from Chicago to the Eusite Coast 
wishes to retire from business. The plant is 
located at a good distributing point where manu- 
facturing conditions are ex — The company 
and its product have a high reputation and = 
business is running at full ca = and pay: 
good profit. #4. _is an ex pt opportunity 
an established business to add Slr tnd its trade 
or for a — organization to start ‘vith assured 
——. Inquiries a Panied with int com- 
enting must accom i a 
tion of financial resources. 
ae and Shoe Recorder. 3 4 “anne sR Seton, 


ATTENTION 


Jobhers’ 


well-known line of men’s 








manufacturer of 


medium grade dress shoes 
has increased his factory 
capacity several thousand 
pairs per month and is in 
position to accept a number 
of large orders for immediate 
delivery. Jobber salesmen 
wanted. Address B496, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








ANTED—A y man thorou; 
WANTED ot Smee tame stat 
by advertiser ae ene cea ae 
Baar S50 Boot ant Sine Renter 307 Bee 
Boston, ass. 


No matter what policy you may pursue 
in selling to the shoe trade, nevertheless, 
you need the “BOOT AND SHOE 








RECORDER” all the time. 


Two successful experienced salesmen , want 
handle good responsible lines of men’s, ladies? 
and children’s shoes in States of W. and 
— Well established 
Can furnish bes ddress 
Bi, care care — and Shoe Recorder, 207 South St., 
ton, M: 








Wholesale Salesman 
Wants A-1 Line 


_ Have had wide and successful ex ‘x - 

y 

Highest refer- 

ress B492, care Boot 

a Shoe Recorder, 207 So South St., Boston, 
ass. 














WANTED TO PURCHASE 





ee 











VAN PRAAG & CO. 

Shoe Dept., Martin Posner. Manager 

537 Broadway, New York, N. Y. | 
Telephone 2248-2249 Spring 











Highest Cash Prices Paid 


for entire ae a also buy 
your surplus or slow Quan- 
tities no object. Retail or wholesale. 
— term leases taken off your 


Wire or Phone us 
Co ndence Confidential 
tablished 1890 


GLAUBERG & CO. 
387 Broadway, New York, N. Y. 
Phone Canal 4119 


We also rchase clot 
hats, fesulshing Bony 














